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UCT 
For Faster Fishing 
The “slick as silk” inside surface of PLIADUCT 


means faster fishing—even where there are longer runs 
and more bends. And that means lower labor cost 
and increased ability to handle rush jobs right. 


Samples, on,. or 


SHORT pik HCTRICAL 
MANUFAC’ PU RING CO. 


General Sales Offices: 3-5 Waverly Place, New York City 


Chicago Office—9 South Clinton Street FOSTER CALLAGHEN, 


A. E. MORROW, Western Mer. 237 Brown-Marx Bldg., Birmingham, Ala. 
San Francisco Office—Elec. Agencies Co. 


C, P. DEMING, KEMP HAYTHORNE 
524 Ist Ave. S., Seattle, Wash. 333 McKinley Ave., San Antonio, Tex. 
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(Photograph showing Faraday Bank Tellers’ Foot Rail Contactor Model No. 760, in Actual Operation) 
FARADAY BANK PROTECTION SYSTEMS are made for both Day 
Hold-Up and Combination Day Hold-Up and Night Burglary Protection in two (2) 


types—Electrically-Supervised Closed-Circuit and Open-Circuit Non-Supervised—for 
operation on 110 Volt D. C. Lighting Circuits, 110 Volt A. C. Lighting Circuits or Bat- 


tery Circuits. 


The apparatus has been especially designed and manufactured for Bank-Protection work and will fill require- 
ments of the largest financial institution, or, at minimum expense, the needs of the smallest bank or trust company in 
a small town; these systems are also recommended and are coming into very general use for the jewelry trade and other 











THE “HOLD-UP”—THE ALARM 


lines of business where valuable merchandise is handled. 


White for Our New EARADD Bank Protection Bulletin No. 33-A. 


STANLEY & PATTERSON, Inc. 


MANUFACTURED BY 

















GENERAL OFFICES AND FACTORY 


WEST & HUBERT STS., NEW YORK, U. S. A. 
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You Violate the Law 


When you fail to ground properly; when you make 
bad splices; when you overload feeders or mains; 
when you use wrong fuses; or in a thousand other 
cases when you do not properly interpret the Code. 


All subjects of the National Electrical 
Code are alphabetically arranged in 


The Code at a Glance 


This useful little book—pocket 
size—also contains a complete 
glossary of 


Code Definitions 


If, for instance, you want to know the differ- 
ence between “Apparatus” and “Appliance,” or 





“Device” and “Fitting,” or whether a place is 
“Accessible,” “Easy of Access” or “Readily 
Accessible””—you can quickly and easily find the 





answer in the Code at a Glance Definitions. 


Illustration Greatly Reduced 








° Read what Chief Electrical Inspector 
The price of The Code at a Glance Victor H. Tousley, City of Chicago, 


Writes to Mr. Wynkoop: 


“It is very essential and very desirable that 
a publication designed for the use of wiremen, con- 


is $l—sent to you postpaid 


tractors and those who are not thoroughly familiar 
. with the rules, but who in their business have to 

e . . ‘ constantly refer to them, be of such design as to 
If you have occasion to refer to the National make this information complete and easily found. 
I believe you have accomplished all of this in your 


Electrical Code you cannot afford to be without Code at a Glance.” 


a copy of this book. 








Here’s what Chief Electrical Inspector 
J. C. Forsyth, New York Board of 
Fire Underwriters, writes: 

Send check, money order or currency to “In some cases where I have had occasion to 


look up particular rules I find that it is much 


National Association of Electrical Contractors & Dealers easier and quicker to obtain the desired informa- 
15 West 37th Street, New York City tion from your tabulation than from the Code 7 


self.”” 
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THE RESOLUTION 

Whereas, There is need of 
words to designate our business 
and activities; and 

Whereas, It is proper that we 
should deliberately add to our 
vocabulary such properly derived 
words as are required; now there- 
fore, be it 

Resolved, 


words be adopted as recognized 


That the following 


by us with the meanings at- 


tached: (See opposite). 


FARQUSON JOHNSON 
Editor and General Manager 
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(Trade Mark) 


The Official Journal Published Monthly by the National 
Association of Electrical Contractors and Dealers 


ADDRESS ALL MAIL TO 


15 WEST 37th STREET, NEW YORK CITY 





Volume 21 


THE NEW WORDS 


Electragy—Name of the trade 
or business of Electrical Con- 
tractor-Dealer. 


Electragist—A person conduct- 
ing such a business. 


Electragician—A person work- 
ing at the business. 


Electragize—A verb—to work at 
the business—or to provide elec- 
trical equipment. 


Electragic—An adjective—relat- 
ing to the business. 


Electragian. 
Electragial. 


JAY S. TUTHILL, News Editor 
G. W. HAUPTLI, Advertising 





NOVEMBER, 1921 


Number 1 





TO OUR READERS 


All matter for publication must be in the hands of the 
Editor by the 1oth of the month preceding publication. 

All changes in our mailing list should be received by 
us two weeks prior to date of publication of the issue 
with which the change is to take effect. 


One Year, Domestic 
Foreign Subscriptions, including ‘Canada, per year.$2.50 
Ge. CRIB: 5 i decéeceinns tees 26k Shab eeened 


Copyright, 1921, by The National Association of 
Electrical Contractors and Dealers. 


Entered as second-class matter September 1, 1919, at the Post Office 
at Utica, New York, under the act of March 3, 1879. 


TO OUR ADVERTISERS 


Changes in advertisements and all advertising copy 
should reach our office not later than the TENTH OF Address All Mail to New York City Office, 
THE MONTH previous to the date of issue. 15 West 37th Street 


Table of Contents and Advertising Index Next to Last Page 
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Extended copper rotor bars 
radiate heat from the rotor and 
at the same time fan the stator, 
reducing temperature rise. Inter- 
locking fingers grip the stator 
laminations with a hold that 
cannot be loosened. Ball-bear- 
ings prolong life and maintain 
a uniform air gap which insures 
most efficient operating charac- 

teristics. 


A Powerful Tire Needs a Powerful Pump 


HAT’S what the “Master” Garage Pump is—powerful. 
The “Master” Model “W” is built for the speedy 
inflation of big, strong tires. It is made so carefully 
and built so solidly we guarantee it against defects of 
material or workmanship for one year. 


NEUMATIC tires for heavy trucks and busses are 

becoming popular—and they will be more popular 

when users know their inflation problem is solved. The 
“Master” has made good in every inflation test. 


Two and Three Phase 
Motors in twelve sizes, 


46 to 30 h. p. 


Single Phase Motors 
in seven sizes, 


HE “Master” is made in other models. There is a 
Ytolh.p. 


“Master” Garage Pump for every passible tire in- 
flation situation. 





Write for interesting agent’s proposition 


HARTFORD MACHINE SCREW COMPANY 
HARTFORD, CONN. 


Write for Bulletin No. 7. 


3157 South Kingshighway, 
St. Louts, Mo. 


4612 Woodward Ave. 
DETROIT 


409 Broome St. 
NEW YORK 
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Insurance 























THE POLICY 


of Lynton T. Block & Co. is to issue 
the most satisfactory and compre- 
- hensive insurance to be had any- 
where— 
Furnishing absolute protection at 
cost. 
Embodying all the standard features 
and more. 
Covering special classes and selected 
risks. 
Selling at established rates. 
Returning savings at the end of the 
policy period, depending on the in- 
dividual experience of the risk. 
Giving a claims service that is not 
equalled elsewhere. 


It is an honest policy, carried out 
in an honest way and gives a square 
deal under all conditions. 

This forms the creed of every mem- 
ber of the organization and has built 
up the reputation of Lynton T. 
Block & Co. until it is one of the 
best and most favorably known in 
the Mississippi Valley. 











































at Cost 








W orkmen’s Compensation 
Employers’ Liability 
Public Liability 

Teams’ Liability 
Contractors’ Liability 
Elevator 

Automobile 

Fire Insurance 


LYNTON T.BLOCK&CO. 


Underwriters 
of 


Insurance at Cost 
Utilities Indemnity & Fire Exchanges 
Employers Indemnity Corporation 


Chamber of Commerce Building, St. Louis, Mo. 
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Ready for 


There is an appropriate style 
and design in the IVANHOE 
line for every purpose, no mat- 
ter how simple or elaborate. 
Each piece in your stock is 
instantly available, ready for 
immediate examination because 
of the individual cartons in 
which it is packed. The labels 
indicate without delay, the exact 
nature of the contents. 


I nspection 


But the display value of the 
neat, attractive cartons them- 
selves, is of greater importance 
than all the other advantages 
combined. Your customers come 
to know IVANHOE glassware 
as a distinct part of your stock, 
as a separate branch of your 
business. You cannot afford to 
neglect the opportunities in 
packaged glass shades. 


IVANHOE-REGENT WORKS of General Electric Co. 
Cleveland, Ohio 
“Ivanhoe” Steel Reflectors, Lighting Glassware, Anderson 
Self-Adjusting Arms, and Illuminating Service. 


“SERVICE TO LA 


IVANHO 


GLASS SHADES~-STEEL REFLECTORS 


=. 
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“Buy With the Aid of Right Light- 
ing’ is the title of the National 
Lamp Advertisement with which this 
picture appears. Thousands of mer- 
chants will see it in the Novembez 


19th Saturday Evening Post and will 
then be prepared to receive your 
message. Are you ready to cash in e e erc an 
by promptly following up the retail 
dealers in your locality? 
Right Lighti 


In improvements as in goods the merchant buys to make a profit. 




















When you have convinced him of the profit possibilities of Right 
Lighting you have made the sale. 


Think it over—and when you are thoroughly sold on the fact that 
Right Lighting is as necessary as well arranged show cases, clean win- 
dows, up-to-date stock and other essentials, go out with your mind made 


up to SELL THE MERCHANT. 


Color lighting of display windows, in particular, makes a strong 
appeal to the merchant who believes in turning his window spaces to 
the most profitable use. The element of newness makes color lighting 
easy to sell, and it smooths the way to the sale of Right Lighting 
inside the store. 





Get in touch with the Sales Division of National Lamp Works that 
supplies your lamps. They are prepared to help you sell. They will 
gladly tell you how the Foot-Candle Meter can be used to sell store and 
office lighting. National Lamp Works of General Electric Co., 158 Nela 
Park, Cleveland, Ohio. 






Each one of these labels represents a Sales Division equipped to give a complete lighting service. 


FAN BO TNE 


MAZDA “-\ LAMPS 
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Sew Well I Can See! 


What your customers want is LIGHT. They do not 
know how to get it. They do know that fixtures and 
lamps are more or less closely related to “lighting”’ and 

so they buy “fixtures and lamps’ —depending most 

upon the appearance of the metal and glass for their 
selection. 

If you will explain to your customers such things as Jeg 
Distribution, Diffusion and Direction of light—the 
protecting of eyes from glare, etc., you will establish 
yourself in their minds as an Authority. You will be 

out of the competitive class. 

Show your customers how perfectly a single Mazda 

C lamp in a Standard Duplexalite illuminates every 
corner of a room. Demonstrate how perfectly and 
comfortably one can SEE. Tell what an improve- 

ment Duplexalite has made in your own home. 

Then put a shade and per- 

haps a disc screen and tasse! 

on the duplexalite and show 

the remarkable decorative 

possibilities which do nof 

change the illumination. ) 

You will find that you can | @s 

take orders for Duplexalites 
and that you are building 
prestige with your customers. 
If yon do not already have 
complete Duplexalite cata- 
logs, prices, etc., write for 
them. The Duplexalite will 
be a business builder for you 
in all lines. 


DUPLEX 
LIGHTING WORKS 


Of General Electric Co. 
6 West 48th Street New York City 


L 


: ote G 
a iI rer 


Duplex: a-lit 


“Te light to live with” 


























































































































































November, 1921 NATIONAL ELECTRAGIST 


BENJAMIN 


Products 
Holiday Trade 


Put only Quick Sellers in Stock 
and Have a Heavy Purse and a 
Light Heart at the end of the year. 


The Original 
Two-Way Plug 


has always been a leader. No. 292, 
‘with the Pull Chain, which allows the 
light to be switched on or off without 
disturbing the other appliances and 
priced to please the thrifty, will go big- 
ger than ever. Your 
Holiday Stock is in- 
complete without 
this and No. 92—another big seller—now $1.00. 


































Stand Lamp Clusters — 


Whether you assemble the Stand Lamp your- 
self or Buy it Complete, see that it is equipped 
with Benjamin Clusters. 


The Wireless Cluster (on the right) groups 
the lamp receptacles into a neat compact casing. 
Easily wired. 


In the Adjustable Cluster, the Pull Chain 
Sockets are adjustable to any angle—for any 
depth of shade. 


We will be glad to send you a handsome assort- 
ment of wall hangers, posters, window display 
stands, easel counter cards, etc., to help you 
dress your holiday windows. 














Write to our nearest office for full information. 


BENJAMIN ELECTRIC MFG. CO. 


247 W. 17th Street 847 W. Jackson Blvd. 580 Howard Street 
NEW YORK CHICAGO SAN FRANCISCO 














































NATION 





AL ELECTRAGIST 








( il ie 


rou 


jean iitatil 


- al 















WAKEFIELD 
SELLS ONLY 
THE HANGER 


Go out tonight and look at the stores in your 
neighborhood. How many of them are well 
lighted ?—how many are even decently lighted? 
Mighty few! 


There, before your eyes, you will see from two 
to twenty opportunities to sell 


WAKEFIELD 
“RED SPOT” HANGERS 


These merchants need better light—and you 
need the money. They will buy light and you 
will pocket the profit if you go to them with a 
clean-cut proposition. 

Buy a Wakefield “Red Spot” Hanger. Equip 
it with one of the popular urn-shaped glass units. 
Slip into the socket a good, big gas-filled Mazda. 
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SELL EM LIGHT 
They Need it and YouNeed the Money 


Hang it right up in the merchant’s store and let 
him see what you’ re trying to sell him. 


He'll buy. 


“That part is all right,” says you, “but what 
about this ‘Red Spot’ Hanger ?—what does that 
get me?—why can’t I assemble a hanger of my 
own or buy complete units from the glass people? 


” 


The answer to that question is—‘‘Red Spots” 
are both cheaper and better than any other com- 
parable suspension. 
ing “Red Spots”. You give your customer a 
better job when you install “Red Spots”. 


You make more money sell- 


And listen—it isn’t going to do us any good 
to argue about it. Let us send you the data so 
you'll KNOW. And don’t say zo until you 


know. Write for our circular and get wise. 


e F.W.WAKEFIELD BRASS CO. 














One, WAKEFIELD 














“Red Spot’ 
REO SPOT glass. 
SUSPENSION equalities of 
a-y UNIT 
neteon eniate \__ Pratuction of 
pme-seee woes ( THE W.WAKEFIELD BRASS 
av'ovenan TY Pi VCOMILION OWO.U sa. 




















’ Hanger fits Ivanhoe Ace, i 
Trojan, Phoenixlite, and all urn-shaped which prevent glass from becoming 


Has adjustment which overcomes in- 
glass and gives true bal- 
ance when unit is hung. 

Has two-position socket which insures 
correct placement of iamp, hence in- 
variable satisfaction with installation. 


VERMILION, OHIO, U.S.A. 


WAKEFIELD “RED SPOT” HANGER 
for the Popular High-Powered Commercial Lighting Units 


Has burred and beveled holder screws 


loose in service. 

Has oversize canopy which snugly 
covers insulating joint or outlet box. 

Made also in ceiling type. 

Packed one in a box complete—no 
lost parts, no damage or deterioration 
of hangers in stock or in transit, easy 
to stock and handle. 
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President, F, R. Farmer 








































At the Sign 
of 
“Better 


Lighting”’ 


ETTER Lighting—het- 


ter and more restful il- 
lumination, more beautiful 
and artistic “lighting furni- 
ture’’—is the aim of the Na- 
tional Council Lighting Fix- 


ture Manufacturers. 


And never have the wonder- 
ful possibilities of lighting 
been more 
completely displayed than 
they will be at the Third An- 


nual Fixture Market and the 
Convention to be held under 


fixture design 


the direction of the National 
Council at Milwaukee, Jan- 
uary 30—February 4, 1922. 


Buyers from all parts of the 
United States—and from 
abroad too—will throng the 
great Milwaukee Auditorium 
to make their choice from 
the thousands of up-to-date 
designs displayed. 


Will you be at this national 
gathering—to attend this 
meeting, to renew pleasant 
make 


friendships, and to 


your 1922 selections? 
If so 


will—write for full details 





and of course you 


to— 


The National Gouncil Lighting Fixture Mfrs. 


Headquarters: 





NATIONAL ELECTRAGIST 


Vice-President, 








The great Milwaukee Auditorium, where the Fixture Market and Joint Convention 
will be held 


JOINT CONVENTION 
National Council Lighting Fixture 
Manufacturers 
Lighting Fixture Dealers Society of 
America and 
Illuminating Glassware Guild 





Third Annual Lighting Fixture Market 
The World’s Greatest Display 
of Lighting Fixtures, Lamp Shades, 
Illuminating Glassware, Lighting 
Novelties and Appliances 


Be At MILWAUKEE, JAN. 30—FEB. 5 
1922 


—but Reserve Your Booth Space 
NOW 





233 Gordon Square Building 
CLEVELAND, OHIO 


William Horn Treasurer, B. F. Klein Secretary, Chas. H. Hofrichter 
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‘ Use 
DURADUCT 


the loom with the single interwoven 
wall that will neither break down 
nor blister. 


Use 
DURACORD 


the portable cord with the heavy 
woven cover that stands up against 
heavy abuse. 








TUBULAR WOVEN FABRIC CO. 


PAWTUCKET, R. I. 
NEW YORK CHICAGO 
52 Vanderbilt Ave. 549 W. Washington Bivd. 
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es performance of R & M Motors is a source of constant 
satisfaction to the user and to the contractor who installed 
the equipment. To the former it means efficient power service 
and upkeep economy; to the latter it means pleased customers 
and a good will asset which insures a permanent growth in his 
contracting and motor business. } 


R & M Motors are made for all services in sizes ranging 
from 1-40 to 75 horsepower. And the same high quality stand- 
ard which has made the name “Robbins & Myers” synonomous 
with reliable power service is maintained throughout the line from 
the smallest to the largest size. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins & Myers Motors 
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The “Noark” Allsafe Switch 


is the safest safety switch 


HEN you buy a safety switch be sure 

you are getting one that is really safe 
in every respect. For if it’s worth while 
to buy safety at all, it?s worth while to buy 
complete: safety. 





The curved protective cover at the front cannot The “‘Noark” Allsafe Switch 


be lowered to change fuses until the switch is oper- 
ated to open the circuit. A blindfolded man can 


set Ghoti die tans te-ndley. is safe in every respect. By eliminating danger of 


accidents it eliminates the fear of accidents and 
allows a workman to keep his mind on the job he 
is doing. 








Safe and easy to use 


In the illustrations note the wide handle which ex- 
tends out from each side of the box and clear across 
the front. A busy man can push that handle with- 
out looking up from his work. He doesn’t have to 
grope for it. When the handle is raised the switch 
is “‘on’?; when the handle is down the switch is 
“off.” 


Safe to fuse blindfolded 


The cover over the fuses cannot be lowered to 
change fuses, until the switch is thrown to the “‘off’’ 
position. It is then impossible to make finger contact 
with any live parts. Moreover, when the protective 
cover is down, the fuses are fully exposed and easy 
to get at. 














Ts 
Through— 


Asbestos 4 


and its allied products 
JOHNS-MANVILLE 


Serves in Conservation 

Heat Insulatnons, High 

Temperature Cements, Feel 
Asbestos Roofings, 
Packings, Brake 


Linings, Fire 


=/ ELECTRICAL 
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Switch blades back of fuse block 


In the ‘‘Noark’’ Allsafe Switch, the switch parts 
are all behind the porcelain block that holds the fuses. 
To inspect the switch a competent and properly 
authorized person may obtain complete access to 
switch parts and live contacts by unlocking and open- 
ing the normally locked main cover. If desirable, 
the switch can be operated by the authorized person 
with the cover off. It’s safe, because the operator’s 
hands are protected by the fuse base which acts as a 
shield or barrier. 


Three “lock offs” —triple safety 


Suppose one, two or even three men are working 
at the same time on lines or apparatus controlled by 
the switch. Each man locks the switch in the ‘‘off’ 
position with his own padlock. The circuit cannot 
be closed again until each man has removed his own 
padlock. No danger of one man getting through first 
and closing the switch while others are still at work. 


Why you should use the ‘“‘Noark” 
Allsafe Switch 


Because it is compactly designed; simply and 
ruggedly built. Because it is easy to install; and 
above all because it is absolutely safe to use and fuse. 
Ask the nearest Johns-Manville Branch to tell you 
more about it. 


The “Noark” Allsafe Switch is approved and listed 
by the Underwriters’ Laboratories and labelled under 
their direction as a Class A Safety Switch. 


JOHNS-MANVILLE, Inc. 
Madison Avenue, at 41st Street, New York City 


Branches in 60 Large Cities 
For Canada: CANADIAN JOHNS-MANVILLE CO., Ltd., Toronto 


The ‘‘Noark’? Allsafe Safety Switch. 
See how rugged and compact it is. It’s 
built to stand long, hard use. 





MANVILLE | 
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The handle .* doo 
and the switch is ‘‘off."* 
The properly authorized 
person can remove the 
main cover of the box 
by unlocking the padlock 
shown at the bottom of 
the box. 


The handle is up 
and the switch ts 
“on.” Notethe wide, 
easily grasped 
handle which ex- 
tends clear across the 





The switch can be 
locked in the “‘off’ post- 
tion by one, tw, or three 
padlocks at the side of 
the box. The circuit can't 
be closed again until all 
theze locks are removed. 
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1 he BLE 
IRING LJEVICES \ 
QUALITY 


speaks a 


UNIVERSAL 


language, and commands a 


ROYAL 























tribute 
Universal are the concrete expression, the very Royal 
Pel Senta embodiment of Full Socket 


QUALITY 


For more than fifteen years they have been the 
standard to which all other wiring devices have 
been compared. 


UNIVERSAL ROYAL 


Sockets are primarily for fixture use. Sockets, because of the wide distribu- 
They are distinguished in appearance, tion of an extensive assortment of 
superior in finish, and the method of _ bodies, caps and bases in the stocks of 
attaching shell to cap reduces shop- jobbers, dealers and contractors, are 
work to the minimum. the favorite and highly recommended 


for construction work. 





We also manufacture porcelain sockets, porcelain 
receptacles, rosettes, plug fuses, plug cut-outs, etc. 


HENRY D. SEARS 


General Sales Agent 
8O BOYLSTON STREET 
Boston Il, MASSACHUSETTS 
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ARROW 
Removable Ring 
PULL RECEPTACLE 
for ceiling lights. 
Arrow catalog No. 
998. 
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Two modern 


wiring devices 

$ iw porcelain lined aluminum shell keyless 

socket, shown on the right is particularly 

designed for outdoor installation on porches, 

garages, street lights or anywhere that weather 

conditions make the use of brass shell sockets 
inadvisable. Catalog No. 8120. 

The removable ring pull receptacle on the 
left is a type especially intended for interior 
wiring in connection with ceiling units. 

It is furnished with short chain and long 
linen cord or, if preferred, can be furnished 
with all chain. 








Electrical Contractor’s Service Department 





Tuts department has been organized to fur- 
nish a real help to electrical contractors who 
may also be asked to provide electrical wiring 
specifications or who may be in need of practi- 
cal assistance and advice on specifications al- 
ready provided by the architect. 
THE ARROW ELECTRIC CO. 
Hartford, Conn. 


BOSTON NEW YORK SYRACUSE PITTSBURGH CHICAGO 
SAN FRANCISCO BALTIMORE 








RROW 





The complete line of Wiring Devices 





























NATIONAL ELECTRAGIST 









Vol. 21, No. 1 




















National Association of Electrical Contractors and Dealers 
Officers 
NATIONAL CHAIRMAN, James R. Strong, 
526 W. 34th Street, New York City. 


GENERAL COUNSEL, Franz Neilson 
New York City. 


15 West 37th Street, New York City 


SPECIAL REPRESENTATIVE, Laurence W. Davis 
15 West 37th Street, New York City 










Executive Committeemen 
ATLANTIC DIVISION 
W. Creighton Peet, G. M. Chapman, 


70 East 45th Street, 43 E. Main Street, 
New York City. Waterbury, Conn. 


A. J. Hixon J. F. Buchanan, 
246 Summer Street, 1719 Chestnut Street, 
Boston, Mass. Philadelphia, Pa. 


CENTRAL DIVISION 


G. M. Sanborn, 
309 N. Illinois Street, 


Indianapolis, Ind. 


J. A. Fowler, 
10 S. Second Street, 
Memphis, Tenn. 


A. Penn Denton, 


Kansas City, Mo. 


Robley S. Stearnes, 
336 Camp Street, 
New Orleans, La. 


SECRETARY AND TREASURER, Farquson Johnson, 


17th and Oak Streets, 














P. H. Jaehnig, 
109 Bank Street, 
Newark, N. J. 


CANADIAN 
Kenneth A. Mclntyre, 
72 Victoria Street, 
Toronto 


T. M. Templeton, 
34 Cherry Street, 
Detroit, Mich. 


E. C. Gramm, 
1408 I Street, N. W., 
Washington, D. C. 


DIVISION 


C. H. E. Williams 
509 Richard Street, 


Vancouver 


J. E. Sweeney, 
303-305 W. 4th Street, 


Waterloo, lowa. 


A. L. Abbott, 
182 E. 6th Street, 
St. Paul, Minn. 


PACIFIC DIVISION 


Executive Committeemen at Large 
B. H. Bendheim, 
14 E. Jackson Blvd., Room 1524, 
Chicago, Ill. 





Hugh Kimball, 
526 13th Street, 
Oakland, Calif. 


J. F. Ne Page, 
Armour Building 
Seattle, Wash. 


Jas. R. Strong, 
526 W. 34th Street, 
New York City 


Past Presidents of the National Electrical Contractors’ Association 












































Toronto 


72 Victoria St., 


CENTRAL STATIONS 
A. J. Hixon 


246 Summer Street Boston, Mass. 


CODE 


A. Penn Denton 
17th and Oak Sts., Kansas City, Mo. 


CONVENTIONS AND MEETINGS 


Paul H. Jachnig 
109 Bank Street, Newark, N. J. 


COST DATA 


A. L. Abbott 
174 E. 6th Street, St. Paul, Minn. 


CREDIT AND ACCOUNTING 


J. E. Sweeney 
303-305 West 4th St., Waterloo, lowa 











Armour Building Seattle, Wash. 


HOUSEWIRING 


J. F. Buchanan 
1719 Chestnut St., Philadelphia, Pa. 


JOBBERS 


W. Creighton Peet 
70 E. 45th Street, New York City 


LEGISLATION 


E. C. Gramm 
1408 I St., N. W., Washington, D. C. 


LIABILITY INSURANCE 


J. A. Fowler 
10 S. Second Street, Memphis, Tenn. 


MANUFACTURERS 


G. M. Sanborn 
309 N. Illinois St., Indianapolis, Ind. 





Charles L. Eidlitz____1901-1903 Gerry M. Sanborn___ 1908-1910 John R. Galloway____ 1914-1916 
Ernest McCleary__~-- 1903-1905 *Marshall L. Barnes__1910-1912 Robley S. Stearnes___1916-1918 
James R. Strong__--- 1905-1908 Ernest Freeman___-_-~ 1912-1914 W. Creighton Peet___1918-1920 
* Deceased. 
COMMITTEE CHAIRMEN 
ARCHITECTS ENGINEERS MEMBERSHIP 
K. A. McIntyre J. F. NePage G. M. Chapman 


43 E. Main Street, Waterbury, Conn. 


MERCHANDISING AND _INDUS- 
TRIAL DEVELOPMENT 


B. H. Bendheim ; 
14 E. Jackson Blvd., Chicago, Ill. 


PUBLICATION 


Paul H. Jaehnig 
109 Bank Street Newark, N. J. 


STANDARDIZATION 


T. M. Templeton 
34 Cherry Street, Detroit, Mich. 


UNIVERSAL DATA AND SALES 
BOOK 


J. A. Fowler 
10 S. Second Street, Memphis, Tenn. 


U. S. CHAMBER OF COMMERCE 


Robley S. Stearnes 
336 Camp Street, New Orleans, La. 




















ANNUAL CONVENTION, CINCINNATI, O., OCTOBER 11, 1922. EXECUTIVE COMMITTEE MEETING, MARCH 13, 1922 












—I | 


November, 1921 










NATIONAL ELECTRAGIST 

















Electrical 
Christmas 


Washday’s drudgery disappears with 
Washing Machine which washes 


to the heaviest bed coverings. 


At the coming Christmas useful gifts will be in the 
majority. The general necessity for thrift assures this. 


This obviously will help merchants sell Western Elec- 
tric Housekeeping Appliances which satisfy real needs. 
There is an appliance for each of the big tasks of house- 
keeping, such as clothes washing, ironing, dishwashing, 
sewing and keeping the home clean and sanitary. 


There are the smaller home conveniences, too, such 
as electric coffee pots and percolators, chafing dishes 
and warming pads. 































The Western Electric line is complete. The name 
helps still more to sell. 


Write our nearest Distributing House 
for details and sales helps. 


A 


National 
Elecirical 


Service 





estern Electric 
Company 


OFFICES IN ALL PRINCIPAL CITIES 


the advent of the Western Electric Why not appliances? 
everything from the daintiest clothes They build business 
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Another Sensible Campaign 
To Boost Your Appliance Sales 


At Christmas time, everyone is in the market, look- 
ing for suggestions on what to give. This is just the time 
to put across a big selling campaign. 


Selling Westinghouse appliances by the ““Community 
Giving plan,’ which is described below, will be easier 
and more profitable tha ever before. Through the “1921 
Christmas News” customers are told of a buying plan 
which puts useful electric gifts within easy reach of every 
family. By this plan, you will sell electric appliances— 
if you have them in stock. 





Now is the time to order. Stock your shelves; get 
your selling helps and tie-in with the Saturday Evening 
a advertisement which sells the ‘““Community Giving 
plan. 






In the “1921 Christmas News” Westing- 












, house has offered a real Christmas sug- 
- a) ah 827 Tiristinas News wY— gestion. 
: a SS Aa Christmas gifts should carry an abund- 
| fs SES et ance of good-will; and also be chosen for 
ts . a ee ng usefulness as well as for appearance, 
: 4 Both of these ideals are realized when 


an entire family unites in presenting a 
worth-while gift to one member. Or when, 
in the same spirit, an individual whose 
practice it has been to give Christmas gifts 
to each of several members of a family 
group, sends one useful and lasting re- 
membrance to the group as a whole. 





This story with many suggestions on 
what to give each member of the family, 
as well as friends, is told in the “1921 
Christmas News,”’ F-4477. Our jobber will 
supply you with literature and appliances. 

Get your order in now. Christmas isn’t 


far off, 





Westinghouse Electric and Manufacturing. Co. 
East Pittsburgh, Pa. 
SALES OFFICES IN ALL PRINCIPAL AMERICAN CITIES 


Westinghouse 
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Cutter Reflectors 


Are Specially Packed To Assure: 


Safe Shipment,—Easy Handling,—and 
Convenient Storage. 














The New Type of Carton, Recently 
Adopted in Packing Cutter Re- 
flectors for Shipment, Has the 
Following Advantages: 






1. Each Reflector is held rigidly separate from 
the others, thereby protecting the highly 
finished surface of the reflectors. 








2. It is convenient to handle when making in- 
stallations, renewals, shipments, and when 
storing. 

















3. It does away with the use of excelsior or 
straw for packing, thereby avoiding littered 
premises and dirty reflectors. 


4. It provides a safe and convenient case in 
which to store unused reflectors. 


5. Being plainly labeled, both as to contents, 
and parts that can be used in combination 
to make up complete fixtures, it saves time 
and worry. 













This new carton for packing Cutter Reflectors is 
consistent with the value and quality of its contents. 

Note that each triangular corner is slotted. The 
heads of the reflectors are inserted in these slots, hold- 
ing each reflector rigidly in place. 





Westinghouse Electric & Manufacturing Company 
George Cutter Works, South Bend, Indiana 


Westinghouse 
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You Too 


CAN TAKE A STORE 








looking like this—anag—make it look like this 
if you will tie in with our 
Illuminating Engineering Service and 
the Direct-by-mail Store Lighting Campaign 
Write our nearest District Office for full detatls 


WESTINGHOUSE LAMP COMPANY 


165 BROADWAY, NEW YORK, N. Y. 


Sales Offices and Warehouses Throughout the Country 
For Canada: CANADIAN WESTINGHOUSE CO., Ltd., Hamilton, Canada 
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Make sure your 
name is on the 
list—mail this 
coupon NOW! 


*eMegiaee every wr 


An Electrical Dealexs’ 
Convention on Paper 


No dealer can afford to miss this novel 
and truly remarkable ‘‘Convention on 
Paper.’? The date is November 30. 


To get the full value of the practical talks 
on buying, advertising, window and in- 
terior display, store arrangement, sales 
management, price marking, cost keeping, 
bookkeeping — you need not leave home 
or spend one cent. 


Make sure now that your name is on the 
list of dealers to whom will be sent the 
special bulletin announcing the complete 
program. Mail the coupon now. 


GEORGE RICHARDS & Co. 

Dept. 24 557 W. Monroe St., Chicago, IIL 

CRORE ICRARDS SCO per RMT ARAEENS oo. 
New York City Boston, Mass. 


Pacific Coast Agents 
GEO. A. GRAY CO. 
589 Mission St., San Francisco 


HEMCO 


WIN-LITE 


HEMCO is on n Every Twin -Lite_} 


MADE OF CONDENSITE 
WILL LAST A LIFE TIME 
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The Electragist Employing a Bookkeeper Should Use the 


Standard Accounting System 








Here is the SUMMARY SHEETS [GENERAL LEDGER] 


EQUISITIO TIME RETURNED my JOURNAL, VOUCHER DISBURSEMENT 
complete sel iron waTeRAt) loans \canreman saconel AND SALES RECAPITULATION SHEETS 
“Tj - a7 Bix 




















just as 

it looks 
spread out 
onan 


ordinary 


office table 











ACCOUNTS RECEIVABLE [TRIAL BALANCE SHEETS] 


AND PAYABLE 


[208 ENVELOPES] 











This is the system adopted by the National Association of Electrical Contractors 
and Dealers, endorsed by the National Electrical Credit Association, and approved 
by other branches of the electrical industry. 


The Electragial Business Without a Bookkeeper Should Use the 





New Business Record 


This is an easy and simple way of keeping your accounts without the aid of a bookkeeper. Everything 
about it is plain and easily understood from start to finish. It consists of only eight forms, and these 
show the money taken in and paid out; the bills to be collected and to be paid; the general expense, in 
vestment and stock. There also is a binder for records, and a simple memo book. 


IT TELLS YOU DEPEND ON IT 





How much money you have; how much you owe; 
how much money is due you; how much stock on 
hand; how much stock you buy; how much you 
sell; how much it costs you to do business; how 
much profit you make; or how much you lose; and 
all other necessary facts regarding your business. 


It is handy, and always ready for you to use; it is 
reliable and accurate; it saves you time, money, 
and worry; it settles disputes and saves money for 
you; it helps you straighten out matters with your 
banker, your jobber, and the tax collector; it is a 
necessary factor in your business. 


Look Into this Matter Today and Figure on Starting Your Business Record or 


Standard Accounting System 


FULL INFORMATION SENT UPON REQUEST BY THE 


National Association of Electrical Contractors and Dealers 
15 West 37th Street, New York City 
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The First Year Book For 
the Electrical Industry 







1,000 pages (9x12 
ins.), weight 6 lbs. 


ERE is a book you have long needed. Over 1,000 

pages crammed with vital facts and figures 
about every phase of electrical activity and including 
a mass of useful information about all electrical 
manufacturers, electrical products, trade names, etc., 
all alphabetically arranged. 


The EMF ELECTRICAL YEAR BOOK—the most remarkable book 
ever attempted for electrical men and purchasers of electrical supplies— 
has been highly endorsed by leading authorities in every branch of 
the industry. ° 


The EMF ELECTRICAL YEAR BOOK combines in one handy volume: 


An encyclopedia of current information about each branch of the 
electrical industry. 


A modern, authentic dictionary of all electrical words and terms. 


A complete, unbiased directory of electrical and related products and 
their manufacturers. 


There are over 33,000 manufacturers’ listings 
appearing under 2,902 classified electrical prod- 
ucts and over 4,900 separate entries of manu- 
facturers as well as 4,351 trade names, 289 en- 
cyclopedic entries and over 2,000 definitions of 
electrical words and terms. There are also hun- 
dreds of biographical sketches of prominent elec- 
trical men, information about every electrical as- 
sociation, about patents, electrical schools and 
colleges, codes, exports and practical, useful data 
on every important electrical application, such 
as welding, baking, heating, motor drive, etc. 
Compiled and edited by a corps of prominent 
electrical authorities. 


FREE TRIAL OFFER 


We want the EMF ELECTRICAL YEAR BOOK to prove that it is 
indispensable to you. We will gladly send you a copy for your examina- 
tion. If you keep it, send us $10.00, payment in full; otherwise return 
it to us in 10 days. You are under no obligation to buy. Fill in the 
coupon now while it is before you. 


Electrical Trade Publishing Co. 


53 West Jackson Boulevard Chicago 
Also publishers of THE JOBBER’S SALESMAN 





ELECTRICAL TRADE PUBLISHING CO., 


53 W. Jackson Blvd., Chicago. 
You may send me a copy of the EMF ELECTRICAL YEAR BOOK, 


charges paid, for my inspection. If satisfactory I will send $10.00; 
otherwise I will return the book to you post-paid within 10 days of 
its receipt. 


PND: sisnteremeate =" $-ddrcuibiabnendsdgieittldantedeemanimtnie 
Address —..-- 


et GED Wiis oc nck on. cncndeackebapieetbeteliodse paigwened 


GN 00 TING, seni pnitiscud blenvndihgounteihasnbegedbnmitedcimaigiile 








HELLO!! 





Mouth Piece 


Yes, The Trenton Porcelain 


Company manufactures Tele- 
phone Mouth Pieces and In- 
sulators. 





wie 4 


Two Groove 
Telephone Insulator 


SS 


The satisfaction of those who have 
tried and used our quality of porcelain 
has enabled us to establish between our 
customers and ourselves a “continuous 
relationship’ which has proved mutually 
profitable. 


May we serve you? 


Trenton Porcelain Company 
TRENTON, NEW JERSEY 


MANUFACTURERS OF STANDARD 
AND ELECTRICAL PORCELAIN. 
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“UNILETS™ 


“A Fitting for Every Requirement” 


—for Round Base 
Snap Switches 


Type “GSC” Unilet Complete 
With Operating Handle 


(ow “GS” Series of Unilets have been designed to pro- 
vide a steam, gas, dust and water-proof enclosure for 

snap switches and accommodates both 5 and 10 
ampere switches. 


The operating handle is of rugged design and will stand 
for a lot of abuse which the ordinary switch handle would 
not. This handle is attached to a shaft which passes 
through a stuffing box securely fastened to the cover and 
by means of a fork engages a small piece of brass which is 
screwei onto switch post and operates the switch. 


This small piece of brass is regularly furnished tapped 
for 8-32 posts, but can be furnished for 6-32 posts, etc., if 
specified. An interference on the shaft prevents the handle 
from being turned backward. 


The top cover is flanged, fitting over a lapped edge on 
the Unilet body between which is a rubber gasket. Cover 
is held in place by four screws, making it absolutely vapor, 
gas and dust-proof. Can be furnished with either Black 
Enameled or Hot Galvanized Finish. 


These Unilets, as well as numeroys others, are listed in 
Catalog No. 8 and also Supplementary Bulletins 8-A and 
8-B; large size 8 x 10% or pocket size 4x 514. Copies sent 
upon request. Write today. 


Appleton Products include 


“UNILETS,” Outlet Boxes and Covers, 
Laundry Fittings, Locknuts and Bushings, 
Meter Terminal Fittings, Entrance Fittings, 
““‘Pagrip’’ Metal Molding and Fittings, Con- 
duit Clamps and Hangers, also Switch 
Boxes. 


APPLETON ELECTRIC COMPANY 
Factory and General Offices 
1704 Wellington Avenue, at Paulina 
CHICAGO 
Branch Offices: 
NEW YORK ST. LOUIS 
55 Barclay Street 917 Pine Street 


SAN FRANCISCO 
509 Mission Street 


APPLETON 


Vol. 21, No. 1 








OBSERVE THE NEW TYPE 


Squirrel Cage Induction 


POLYPHASE MoTors 


Ratings *4 to 5 H. P. 


Type “SC” Motors will be readily recognized 
as Squirrel Cage Motors which differ both in 
electrical characteristics and mechanical con- 
struction from the general class of Squirrel 
Cage Motors on the market at this time. 


The electrical characteristics will be found to 
be well balanced in that a reasonable starting 
torque is obtained, and at the same time, the 
efficiency and power factor attain fairly high 
values. In other words, one characteristic is 
not sacrificed at the expense of the other, as is 
often the case. . 


The mechanical construction is rugged 
throughout, following along similar lines to 
the well known type “AS" Automatic Start 
Induction Polyphase Motors. Already they 
are being recognized as Motors that will 
stand up under hard service and KEEP-A- 
RUNNING. 


A descriptive circular will be sent on 
request. 


CENTURY ELECTRIC COMPANY 
St. Louis, Mo., U. S. A. 


Sales Offices in Principal Cities 
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A No. 844 PFG Flush Guttered Cabinet, eight circuits. 
Complete with 4 No. 2685 Perkins dead front panels, arranged with 
back wiring space. 


The combination of Columbia guttered cabinets and the Perkins 
dead front panel switches will effectively make up a safety type 
panelboard which is unequalled in appearance, durability, and 
economy of first cost. 

It.is low in price—it is easier to wire up—the cabinet and panel 
are high grade material in every respect. It is a real dead-front 
safety panel, but by far the simplest thing of its kind. It is some- 
thing which you have been looking for—but it must be seen to be 
appreciated. 


Your request for full information does not obligate you in any way. 
WRITE TODAY! 





Made for plug and N. E. €. fuses with rotary snap switches 
and push button switches in branches—10 Amp. and 20 Amp. 


Columbia Metal Box ©. 


i hokers of Columbia-Quality Steel Products 
- 226 East 14414 Street ee NY. 


ENCLOSING CABINETS jr ELECTRICAL DEVICES 
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An ADAPT Ii Lesson 


in Profit and Loss 


THE ADAPTi COMPANY, CLEVELAND 


OW often do little irregularities on a job, such as an unexpected or last 

minute change in a conduit installation, upset your entire day's working 

plan? Delays result, sometimes temporary layoffs are necessary while the 
special types of fittings needed can be brought from the shop. And time lost is 
money lost, any way you figure it. 


Such irregularities are all in the day’s work. You cannot foresee nor prevent 
them—but you can prevent the consequent loss of time and money by using 


ADAPTiBOXES. 


A change in a conduit system never disturbs or inconveniences a user of ADAPTi- 
BOXES. In fact it is in just such instances as this that ADAPTiBOXES prove to 


be real time and money savers. 


Until the advent of ADAPTiBOXES, maximum flexibility in conduit fittings was not 
known and cannot be had today except in ADAPTiBOXES. 


me ADAELIBOXES PB) wenn — 























Catalog No. 14241 





WRITE FOR “THICK LEAD” SOUVENIR PENCIL 
CATALOG 33 CD AND LITERATURE ON 


Chectrie Ca 


PENNSYLVANIA 


“SHALLOW” WIRELET BODY 





Catalog No. 34451 
“DEEP"“WIRELET BODY 
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as clean as a whistle! 


You'll never have any trouble removing the knock- 
outs of “Union’’ Switch and Outlet Boxes. Strike any 
knockout a single blow with a hammer, and out it 
comes! You don’t have to hammer and hammer to get 
them out, battering the box in the process! 








“Union” knockouts come out easily because they are 
stamped by a special die-cut process that punches the 
disc all the way through and then pushes it back again. 


This feature of “Union” outlet and “Gem” Switch 
Boxes is characteristic of the thoroughness with which 
they are built throughout. 


“Union” No. 160 2-Gang Box 


For speed and ease of installation there’s nothing to 
equal “Union”’ and ““Gem”’ Boxes. 


All our Boxes take standard electrical fittings of all 
makes. Sold by leading Electrical Jobbers and Deal- 


ers everywhere. 


Write for interesting catalog. 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet Boxes, Cut-Outs, Fuse Plugs, 
Automobile Fuses, Renewable and Non-Renewable Enclosed Fuses 


CHICAGO NEW YORK 
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RUBBER INSULATED 
WIRES AND CABLES 





National Electrical Code Standard 
Intermediate (Red) Thirty Per Cent. 


Wire built under the direct su- 
pervision of experienced engineers, 
skillfully and honestly manufac- 
tured with one purpose and result. 


Continuous Service 


A-A WIRE CO., Inc., 


Factory—Newark, N. J. 


Sales Offices: 50 East 42nd Street, 
New York City. 


overing 
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PRODUCTS: 


Lead Encased Cables 
Armored Submarine Cables 
Flexible Cables 
Railway Signal Wire 
Car Wire and Cables 
Automobile Lighting, Starting 
and Ignition Cable 


BISHOP GUTTA-PERCHA CO} 


420 E.252", NEW YORK 





CARRIED IN STOCK BY THE 
FOLLOWING DISTRIBUTORS 


Wood & Lane Co., St. Louis, 
Mo.; B-R Electric Co., Kan- 
sas City, Mo.; Northland Elec- 
tric Supply Co., Minneapolis, 
Minn.; South Bend Electric 
Co., South Bend, Ind.; In- 
dianapolis Electric Supply Co., 
Indianapolis, Ind.; The Milnor 
Electric Co., Cincinnati, Ohio; 
Avery & Loeb Electric Co., 
Columbus, Ohio; 
Power Construction Co., Cleve- 
land, Ohio; W. T. McCullough 
Electric Co., Pittsburgh, Pa.; 


Cuyahoga 


Southern Electric Supply Co., 
Atlanta, Ga.; Shepherd-Flu- 
harty Electric Co., Baltimore, 
Md.; Brooklyn Electrical Sup- 
ply Co., Brooklyn, N. Y.; W. 
H. Jenks, Richmond, Va.; 
Porter Electric Co., Utica, 
N. Y.; Mine & Mill Supply 
Co., Mulberry, Fla. 

















—and how HAZARD 


covering assures Econ- 
omy and Safety 


Both wire and insulation 
must be protected from 
the destructive action of 
heat, cold, weather, hu- 
midity and oil. 


Outer coverings of fabric 
impregnated and coated 
with water-proofing com- 
pounds are supplement- 
ed in special types of 
cables by further cover- 
ings of lead, jute or steel. 


The quality of these 
materials and the meth- 
od of their application 
determine the ability of 
the wire or cable to re- 
sist wear and deliver un- 
failing current year after 
year. 


Only materials selected 
for soundness and sure 
performance are used on 
the coverings for Hazard 
Wires and Cables. The 
taping, braiding, weaving 
and waterproofing pro- 
cesses are all executed 
with care in order that 
Hazard covering may 
conform to the high 
standards of perform- 
ance required of all Haz- 


ard products. 
QUALITY SURVIVES! 


Hazard Manufacturing Co. 


NEW YORK 
533 Canal St. 
BIRMINGHAM 
1701 First Ave. 


PITTSBURGH 
2213 First Nat'l Bank Bldg. 


CHICAGO 
552 W. Adams St. 
DENVER 
1415 -Wazee St. 


WILKES-BARRE, 


Hazard 


RUBBER INSULATED 





WIRES; CABLES 











No 
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Bryant makes a Wiring 
Device for Every 
Electrical Need 


Here is a pull socket with the pull chain guided 
through the bottom of the device. - 


It is intended for side-wall brackets, dresser 


—~Just th rai | lights and indirect lighting fixtures. In assembling 
ment d d Garage Wiring. fixtures it will be found very useful as it frequently 


~ Satisfy ndless Combina- saves several fittings and joints. 
; The Standard Package is small, the price is 
low and every contractor will find a stock of them 


a profitable investment. 


E ELECTRIC WOR | Bryant Pull Sockets with Bottom Chain Guide 
a Of General Electric Company 250 Watts, 250 Volts 


ser wee Sunoco (APIONEERS OF THE INDUSTRY ur'vovmctpst Con 
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THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 
NEW VORK CHICAGO SAN FRANCISCO 
































+4 =e PPPrrrrr = 
A eeeers if 














NATIONAL ELECTRAGIST Vol. 21, No. 1 


ANYLIGHT >™™"s 


HAS MANY ADVANTAGES 


Gives ten degrees of light that you can see— 
Bureau of Standards says twenty. 


Takes Uno Shade Holder—You carry but one 
type. 

Fully guaranteed to work perfectly under 
proper conditions. 


Mounted ten, on attractive sales-making dis- 
play card. 


PRICED RIGHT——BIG PROFIT——QUICK SALES 
Your Jobber Can Supply You or I Will 


A. HALL BERRY ‘NEW YORK, N.Y. 








7 


TITNRI | yer s| Saves—and the 
THREAD PROTECTED saving is good! 
ENAMELED CONDUIT In days of economy, when savings 


] AN, 4 mean most, is the time that Pittsburgh 
Standard pays you best, for— 


~—, 


P.S. reaches the job ready to install. 

Costs no more than ordinary enameled 
conduit. Patented Thread Protectors 
keep threads sharp, true and clean— 
with just enough enamel to prevent 
rust. 

Your mechanies will like Pittsburgh 
Standard; you will like the sure saving 
it brings. It assures a definite extra 
profit on every job. 
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Here’s the “last word” in Electrical Convenience! 


A standard Hubbell Cap, easily attached to the flexible cord of any 
electrical appliance, and carrying Hubbell Te-Slots, which in turn will 
take the blades of any standard cap, whether they are parallel or 


tandem! This is the 
HUBBELL Te-Cap 


the last word in electrical convenience! Suppose your room has a 
single-outlet current tap or flush receptacle. You want to use the 
table lamp, and also connect a phonograph, vacuum cleaner, chafing 
dish, fan or heater. If the lamp cord, for instance, has a Hubbell 
Te-Cap, simply plug it into the current outlet. Then plug the other 
cap blades into the Te-Cap slots. 


Don’t overload the circuit, however! 





ELECTRICAL 


BRIDGEPORT 








NEW YORK SAN FRANCISCO 


NATIONAL ELECTRAGIST 


© | Road what"PRINTERS' INK’ 
thinks of the 


HUBBELL TeTapTen 


“Talking points,” by an outsider—a consumer—a man who 
lives the life of an every-day American. Not a long-haired 
recluse, who writes in the country, sitting on a log; not an 
emotional theorist, but a practical business man, a nationally 
known sales-and-advertising expert. 


_ article for you. 
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In the September 8th issue of Printer’s Ink, John Allen 
Murphy, Associate Editor, analyzes the market, analyzes 
the product, and tells what he thinks of the Hubbell 
Te-Tap-Ten. Tells why these ten handy Hubbell special- 
ties are making new sales records, why they will continue 
to sell, and how they are blazing new trails in the elec- 
trical specialty business. 


Are you getting your share of these 
profits? We have a reprint of this 
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As long as there are children there will be Christmas spirit 
and brisk holiday trade 
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Prepare now 


for the Holiday Trade 


Stock the G-E Christmas ‘‘Arborlux” now! Sell 
your trade dependable and safe illumination for 
their Christmas Trees. With this set the failure of 
one lamp does not darken The Tree, for the lamps 
are operated in multiple from any a.c. 110 volt 
circuit through a small transformer. 


Get this set for your tree—ask for the G-E Arborlux 
in the blue and orange picture package. 


The “Arborlux”’ has year-round utility. It may be 
used for decorative illumination for banquet tables, 
convention halls, stores and store windows, summer 
houses, pergolas, etc. Or, the transformer may be 
used separately to operate toys. 


G-E “Arborlux” is sturdily and neatly constructed. 
It is a quality set appealing to the best class of 
trade. It is no shelf-warmer. 


Ask any G-E Distributing Jobber for further in- 
formation about the set and the complete line of 
sales helps. There is no time to delay. 


General@Ele ctric 


General Office Sales Offices in 
Schenectady. NY. Co Im Pp an y all large cities 


334-96 









THE RESOLUTION 


Whereas, There is need of 
words to designate our business 





anc activities; and 

\ hereas, It is proper that we 
should deliberately add to our 
voc \bulag such properly derived 
words as are required; now there- 
fore. be it 

Resolved, That the following 
words be adopted as recognized 
by us with the meanings at- 
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(Trade Mark) 
Official Journal of the 


ee National Association of Electrical Contractors and Dealers 


THE NEW WORDS 


Electragy—Name of the trade 
or business of Electrical Con- 
tractor-Dealer. 

Electragist—A person conduct- 
ing such a business. 

Electragician—A person work- 
ing at the business. 

Electragize—A verb—to work at 
the business—or to provide elec- 
trical equipment. 
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Electragic—An adjective—relat- 
ing to the business. 


Electragian. 
Electragial. 


Editorial and Business Offices: 15 West 37th Street, New York City 
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Our New Title 
Twenty years ago, when the National Association of Elec- 
trical Contractors and Dealers was still in its swaddling 
clothes, this monthly magazine was established under the 
title of THe Nationat ELectricaL CONTRACTOR. 
brought into being to supply an actual want—at that time 


It was 


there was no other journal published in the interests of 
electrical contractors. 

When the reorganization of the National Association be- 
came effective in 1918, the title was changed to ELECTRICAL 
CoNTRACTOR-DEALER—an admittedly clumsy and meaning- 
less appelation for a publication; but following the pre- 
cedent established by its original christeners, it quite natur- 
ally was thought to be the only term which then was ap- 
plicable. 

A new era dawns—as the screen title reads. Time changes 
—the world moves on. The electrical contractor-dealer of 
yesterday is the electragist of today. How did this seeming 
metamerphosis come about? Read the report of the Anni- 
versary Convention held in Buffalo last July. Several 
brand new words were brought into the electrical industry 
at that time, as all who read now know. Electragist was 
coined to designate the progressive electrical contractor- 
dealer who belongs to the National Association. 

As the National Druggist, National Jeweler, National 
Grocer, and National Printer clearly indicate the nature of 
the business represented by these publications, it was deemed 
advisable to give to this magazine a new title correspondly 
suggestive and distinctive. Hence the present title, Na- 
TIONAL ELECTRAGIST was decided upon and fully adopted. 

The first word of the new term denotes scope—yes, and 
character as well; while the second word indicates the nature 
of business represented, and more—progressiveness, activity. 
advancement, service. 

The purpose of the NaTionaL: ELEcTRAGIST is unchanged 
—it will continue to represent the interests of those engaged 
in the installation and merchandising of things electrical. 
Being the official journal of the National Association of 
Electrical Contractors and Dealers, it necessarily must be 
of interest to any and all who are associated with or en- 
gaged in the electrical contractor-dealer business. 

Many of the subjects discussed in these pages are of 
common interest to both contractors and dealers. A thor- 
ough understanding of accounting, advertising, buying, sell- 
ing, and general business methods and practices are as es- 
sential to the success of the exclusive electrical contractor 


as they are of the electrical merchandiser—although the 
former does not always appear to appreciate this fact. The 
aim of this magazine, however, is to interest all of its 
readers impartially. If in turn such readers will as im- 
partially consider its intent, then more actual benefit must 
necessarily accrue for all parties concerned. 

Let it then be understood, once and for all, that there 
has been no intention of changing the objects and purposes 
of this magazine. That it can be improved cannot be de- 
nied. Let us help each other to accomplish this worthy end 
—for much of this responsibility rests with the reader. Let 
us make a better and bigger NATIONAL ELEcTRAGIST. Let us 
work together for the good of all. 


Answering a Challenge 


In a special boxed, fancy bordered, and bold faced type 
editorial, the Journal of Electricity and Western Industry, 
dated September 15, undertook to lift the entire burden of 
oppression with which it seems to believe the great West 
has so long suffered, and shift the heavy responsibility of 
settlement upon its own strong shoulders. 

In quite a yellow sheet fashion the announcement at- 
tempts to point out “The Province of the National Organi- 
zation.” The feeble excuse of the uncalled for tirade would 
appear to lie in the fact that “the Pacific Coast States are 
preparing to secede from the national body,” as it proudly 
boasts. 

The news value of an item of this nature would entitle 
it to a release in such a department of a publication; but 
to feature it as the leading editorial, in modern scarce head 
style, is unwarranted, unwise, and unethical—more harmful 
to the electrical industry as a whole than to the National 
Association at which it apparently is directed. 

If we are correct in our surmise that this amateurish shot 
was aimed at the “national body,” then we. feel it our. duty 
to appraise the erudite editor that his shot was poorly aimed 
—the National Association was not even winged. 

In our opinion the National Association of Electrical Con- 
tractors and Dealers—now twenty years old—will continue 
to exist, notwithstanding that there may be occasional mis- 
understandings in its branches and some withdrawals from 
its membership. It has come about that in these days of co- 
operation and coordination no industry can thrive and grow 
without national organizations. The ever active electrical 
industry is blessed with many national organizations. They 
all seem to be worthy—and necessary. They all will con- 
tinue until their members fail to uphold them. So long as 
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even a small portion of the membership in a state lends 
support, its organization will continue to operate, and so 
long as that membership extends throughout the nation, such 
an organization will be known as a National Association. 

There may be secessionists, there may be cries of cliques, 
there may be recalcitrant elements, there may be those who 
have grievances—just or unjust—what else could be ex- 
pected? The same thing happens to religious organizations, 
fraternal organizations, and other groups of human beings. 
But so long as the parent organization is honest in its pur- 
pose, straight forward in its endeavors, and sound in its 
principles, every destructive criticism becomes a weapon of 
defense for the accused. 

The Journal blatantly proclaims that at the Anniversary 
Convention in Buffalo last July there were more members 
from the States of New York and Pennsylvania than from 
the West, which conclusively proves to its keen editorial 
mind that the National Association is not national in scope. 
As New York State happened to be the birth place of the 
original organization, and as the present membership of 
New York State numbers more than six hundred, this un- 
ethical editor again seems to have missed his aim. 

But perhaps after all The Journal’s weak efforts were di- 
rected toward the special representative of the National As- 
sociation—Laurence W. Davis—for it challenges Captain 
Davis to “show where in all his association he can find more 
constructive accomplishment,” etc. 

It is indeed unfortunate that Captain Davis cannot see his 
way clear to accept this more or less courageous challenge 
so boldly and defiantly presented by the quasi blind editor 
on the Pacific Coast. But it is said that Special Represen- 
tative Davis is too loyal to the electrical industry to take 
part in the washing of dirty linen. 

Although in its braggadocio challenge The Journal 
plainly informs Davis (calling him secretary of the National 
Association) that it has “come forward to champion the 
truth in regard to the West,” it once again misses its aim 
by enumerating the universally acknowledged accomplish- 
ments of California alone, leaving the “West” entirely out 
of its pretty picture. 

How absurd to accuse this man Davis of not recognizing 
“the outstanding accomplishments” of the West! How nar- 
row to dodge real issues and intentionally try to camouflage 
the honest statements made by Davis! How stupid of The 
Journal’s editorial writer not to save his ammunition for con- 
structive work rather than to go off half cocked just because 
some destructionist commanded him to “fire!” And how 
futile is his poor attempt to kill—other than himself and 
his unworthy efforts! 

Will the friends of Special Representative Davis believe 
that the real West needs a more able champion than he? 
Could anybody more ably champion the real constructive 
accomplishments of the West than he? Could anybody 
doubt his sincerity—his earnestness—his honesty? And 
how long could positive dishonesty—downright disloyalty— 
remain concealed from him? Captain Davis should chal- 
lenge the shortsighted editor to answer these questions. 

Apologies are due to readers for airing such a smelly 
mess as The Journal has unthoughtedly stirred up, but our 
duty as the official journal of the National Association 
naturally prompted this reply. It has been officially an- 
nounced from National Headquarters that The Journal's 
boastful prophecy is an accomplished fact—three Pacific 
Coast States have withdrawn from the National Association 
and have instructed that members in those States be treated 
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with individually. It is said that this is being done and 

that responses from the membership are most gratifying. 
Perhaps this proves that contrary to The Journal's view- 

point Pacific Coast members can see farther than the Rocky 


‘Mountains. Such bigotry is a hindrance to any locality. 


Surely The Journal has underestimated the bigness of thé 
real West—its broadmindness—its far encircling. scope.. The 
West will be able to take care of itself without such a would- 
be dauntless champion. And doubtless the National Asso- 
ciation of Electrical Contractors and Dealers, the National 
Electric Light Association, The Society for Electrical De- 
velopment, and other similar national organizations, as well 
as the entire electrical industry will survive even though 
some misguided or disgruntled individual may occasionally 
take a potshot at them. 


Evidence of Progress 

A recent report of the executive committee of the Society 
for Electrical Development included a statement that should 
be exceedingly interesting to electragists, by setting forth 
that in increasing its membership “the actual number of 
new members was grextest in the contractor-dealer group.” 

This surely .must be very gratifying to each individual 
member of the National Association of Electrical Contrac- 
tors and Dealers. It shows the progress in thought and 
broadening of effort held by each man who has identified 
himself with an institution which promotes such constant 
and assured advancement. 

It is another commendable evidence of how codperation is 
invariably retroactive, and an earnest hope is cordially 
offered that there may flourish more and more of this spirit, 
as the advantages of belonging to these kindred organiza- 
tions are more thoroughly understood by those who as yet 
are only partially aware of the enormous field which is 
covered by both the Society and the National Association. 

Careful investigation will prove that the endeavors of these 
two organizations are not duplicated—that they overlap only 
in a manner that works to the benefit of their respective 
members. It is sincerely hoped that all progressive elec- 
tragists will appreciate these facts. 


Prepare for Christmas 
Has anybody overlooked the fact that Christmas will 
be here and gone almost before we know it? 


November first should be the last date on which the elec- 
tragist should begin to formulate plans for the education 
of the Christmas shopper. Some method of picture study, 
object lessons, and sight reading should begin at once. 

The display windows should be given first attention. It 
has been frequently said that the neighborhood electragist 
has neglected his household appliance display in a desire 
to show the more familiar installation material. 

Time was when his stock consisted almost entirely of such 
material, and he rightly displayed it then, to best advantage. 
At the present time there has come to be selling seasons in 
the electrical trade which must be regarded. Nowadays a 
dealer must not fail to see that with the development of his 
industry and with modern inventions, has come the beauty 
of artistic articles. The taste shdwn in their selection, and 
a serious consideration of how best to appeal to the large 
feminine element of buyers, is a great factor in the elec- 
trical business of today. 

At this particular season there should be a concentrated 
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effort to make every show window and show room attrac- 
tive. Feature all household appliances and office equip- 
ment available. No matter how interesting is the display 
of installation material, it should be temporarily side- 
tracked. 

Show the buying public the complete stage picture—do 
not show the wings of the theatre nor how the scenery is 
manipulated. Great art often consists in concealing mechan- 
ism. Give the prospective Christmas givers a proper pic- 
ture to contemplate. Fix definite thoughts in their confused 
minds which are groping for gift ideas. 

Put everything to rights for Santa Claus. Do not wait 
for further promptings, begin now to prompt the public 
that his visit is imminent and that present electrical device 
buying relieves the strain of late gift selection. 


Thinking and Working 
Any electragist may take any subject he wishes and start 
a little argument for common sense reasoning with himself. 
Optimism or Pessimism 
Fact or Fancy 
Hope or Dispair 
Success or Liquidation 
Work or Failure 


He may begin on any line he desires. He may try to talk 
on either a live or a dead wire. He may work with either 
new or discarded material; but he must make up his mind 


first on which end he really wants to begin; for the manner 
of starting generally indicates the finish. Why not, always 
desirous of using the best of material, take the cheerful and 
brighter way? 

Let’s make a personal application of it. Are you going 
to take, start, talk, or work on the wrong end of any job 
which you know could easily be finished with a fair profit 
if you gave it careful consideration and honest effort? 

Why knock business? What is normalcy? What is the 
“old business basis” to which everybody is striving to get 
back? Work, not talk, always meant business. Why not 
talk less and work more? 

As a young electrician, the first job you had must have 
spelled hope to you, or why did you carry on? Why not 
the same spelling for the last job in hand? 

In a bygone time your two hands working on a full day 
meant optimism, hope and enthusiasm. Pessimism now 
means many pairs of hands being kept idle while telling 
the other fellows what hard times the world has brought 
on us. 

What is the matter with the individual hustle which every 
right minded and red blooded strong armed man was born 
with? 

It-wasn’t any great effort in the old swimming hole days, 
or later in school or college, to force on the rest of our 
world the consciousness of what a wonder we were then in 
our own undertakings. Why on earth do we get up mornings 
now with that what-is-the-use feeling which invariably breeds 
midday discouragement and evening failure? Why not pick 
up every day’s job as the best one yet, forgetting yesterday 
and hoping for tomorrow? 

Kill pessimism with present enthusiasm. 

Swat the so called business depression as the fly of non- 
progression. The insect is seemingly large because in our 
anxiety to view it closely we have pinioned it under the 
aulty microscope of constant attention. 
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Why not concentrate under the more powerful lens of 
perspicacity the latent germs of successful commerce which 
must go on and grow so long as demand and education 
exist? 

The greatest slayer of business is the man at the fountain 
head who counsels his employes to look for and report im- 
aginary trouble before acting on present requirements. 

Suppose a bank president stood near a paying teller’s win- 
dow and cautioned every customer that as the whole coun- 
try was in an awful state financially, he should think care- 
fully before withdrawing his funds. Wouldn’t the teller’s 
nerve become so wobbly that anybody could pass in a forged 
check and have it cashed? 

Who would get the blame, the president or the teller? 

For the sake of solid business, which does exist in spite of 
the calamity howlers, let us all get together on the wide 
optimism speedway of today. Leave the narrow towpath as 
a free way for the one man, one mule, canalboat passage 
which it always offered before steam, gas, and electric power 
made progress a smooth unending road to prosperity for 
any man who is willing and equal to do one man’s work. 

Knock the Knockers! 

Be Hopeful and Optimistic! 

Work and Succeed! 
As Bill Goodwin said at the Buffalo Convention: 
. Think! Think! Think! 

Work! Work! Work! 


Teach the Public 


The coming two months of intensive holiday. shopping 
suggest themselves as a most fitting period wherein pur- 
chasers of the electragist’s wares can be instructed in the 
proper care of table and all household appliances. Such 
instruction cannot be reiterated too often. 


The average consumer seems to believe that a device de- 
livered to him from the shop in a proper working condition 
must go on functioning perfectly for an indefinite time. In 
his proud possession of an article of unquestioned merit, 
he forgets that there has not yet been made a power worked 
mechanism which is one hundred percent accident or fool 
proof. 

Women especially and innumerable men have no con- 
ception, for instance, of the hazards of worn insulation on 
portables. At the beginning this is a minor condition, but 
one of many which might arise almost unnoticed by the 
novice in the use of electrical appliances, and one which can 
be so easily remedied if the user is made to realize what 
to do at the first signs of needed repair. 

Argument has been offered that any suggestion of danger 
in the use of electricity is a distinct block to selling. This 
defeats itself when the facts of gas lighting and gas stove 
sales are considered. There must be many who can still 
recall the “Do not blow out the gas” signs of the earlier 
days. Such warnings did not nor do not interrupt the sell- 
ing of all gas appliances. The fact is, the public has been 
educated and now know’s gas, is careful of its use, and now 
immediately attends to the smallest of repairs as a preven- 
tive of accidents. 

The public should and shall know electricity. It will 
know it thoroughly far more quickly if each dealer and 
sales person will, by spoken word and with timely printed 
matter, spread a propaganda of useful first aid information 
as to the proper uses and care of all things electrical. 
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Central Station Ties In With Electragists 


to Boost Industry 


Through Extensive Promotional Work Much Good Will is 
Developed in These Branches by Boston Lighting Company 


For the next few years there is ex- 
pected to be a potential business for 
electrical interests amounting to more 
than ten billions of dollars, and two 
dollars out of every three will go to 
contractors and dealers. With these 
facts before them, officials of the Edison 
Electric Illuminating Company of Bos- 
ton have been working out an extensive 
promotional campaign in the effort to 
develop a spirit of good will and codp- 
eration among the electragists in the 
territory of Boston. 

At the recent annual convention of 
the New England Division of the Na- 
tional Electric Light Association, L. D. 
Gibbs, advertising superintendent for 
the company presented a paper telling 
about this codperative effort between 
the central station and the contractor- 
dealers. Mr. Gibbs said: 

Every idea suggested has been tried 
out and every effort has been made in 
the most whole hearted way to develop 
the electrical field to the mutual advan- 
tage and interest not only of ourselves 
as an electric lighting company, but of 
the 


field has developed the electrical con- 


the electrical contractor, and as 


tractor-dealer. There has been no fool- 
ishness about this; no mock codpera- 
tion, no half hearted effort, but a real 
determination always uppermost in the 
minds of the officials of the company 
to give the contractor-dealer the very 
best of the situation. 


Pioneer Work 


The Boston Edison Company was one 
of the first companies to give up elec- 
turning it all over to the 

Its management hesitated 
time before undertaking 
anything in the way of selling appli- 
For many years we conducted 
what was known as the Edison Exhibi- 
tions Rooms where the time of the su- 
perintendent and clerks was given to 


tric wiring, 
contractors. 


for a long 


ances. 


explaining appliances to people rather 
than getting their orders and making 
sales. 


After the appliance business 
was gone into on a merchandising basis 
every effort was made to codperate and 
promote the development of the appli- 
ance sales business through others. It 


has been the hope of this company that 
eventually the entire appliance business 
might be handled by outside concerns. 

Some six months ago the company 
decided to see what could be done in 
the territory it serves, to get more con- 
tractors into the appliance business and 
into the so-called fixed schedule house 
wiring business» The plan is working 
out, though somewhat slowly, with ex- 
cellent results. 

As the first step along this line, W. 
H. Atkins, general superintendent of 
the company and head of the operating 
bureau, expanded his organization by 
the appointment of an assistant to the 
general superintendent, J. J. Caddigan, 
a man with long service in the company 
and extensive experience in dealing 
with nct only customers but electrical 
contractors. Mr. Caddigan’s first duties 
have been to establish friendly relations 
with electrical contractors and dealers, 
pointing out to them how the company 
wishes to codperate in the development 
of their business. 

The next step was the mailing of the 
following letter to all contractors in the 
territory by Mr. Atkins: 


The spirit of codperation seems to be one 
of the most important subjects that we can 
promote for the benefit of our industry. I 
have been devoting a great deal of time to 
this subject and should be very glad to 
take up any questions at any time with you 
along the lines of closer codperation among 
ourselves. 

I have appointed John J. Caddigan as as- 
sistant to me for the purpose of keeping 
in touch with you and of being of any 
assistance he can in bringing you in con- 
tact with the departments of our company, 
and further to codperate with you in any 
other work which may seem desirable for 
you from time to time to take up with me. 

However, there may be occasions when 
you would like to call some specific matter 
to my attention personally and I should be 
glad to see you at any time when such oc- 
casions arise. 


If the electrical fraternity should spend 
$6,665,000 between now and 1925, there is 
a great opportunity for all hands of us to 
get some of this work in our territory. 

Do you realize that there are over 151,000 
assessed houses of from one to thirty apart- 
ments each in our territory and only 32 
percent of these houses are wired? Aside 
from the houses there are hundreds of 
stores and factories that are still unwired. 

With the necessary codperation among 
the contractors, jobbers and central sta- 
tions, it does seem that we can help spend 
some of the $6,000,000 in the next three 
years in our territory. 


Our sales department has complete sta- 
tistics on the houses wired and unwired in 
the various cities and towns in which we 
operate. lt you are interested in being 
posted along these lines in your territory, 
it you will communicate with L. k. wvallis, 
superintendent ot our sales department, he 
wul be very glad to assist you in obtaining 
this information. 


This letter as you see explains what 
Mr. Atkins wants to do; he wants to co- 
operate as the representative of the 
company, and was an introduction for 
Mr. Caddigan to every contractor. 

The next step towards turning over 
the appliance business to contractor- 
dealers was to select a reliable electra- 
gist and E. C. Sanderson in the town 
of Winchester, eight miles north of 
Boston, was the first to be selected. 
Next door to his store is our Northern 
district office, which is the headquarters 
for the district manager, the sales 
agent representing the sales department 
and the headquarters for information 
for representatives of other depart- 
ments, but no appliances are displayed 
in this office, all inquiries being cour- 
teously referred to Mr. Sanderson. 


Had Proved Ability 


The reason Mr. Sanderson’s store was 
first opened was because Mr. Sanderson 
has proved his ability, his efficiency and 
his reliability as a business man who is 
willing to codperate with the Edison 
Company. Fifteen years ago, Mr. San- 
derson was what we generally term a 
small contractor, but he has snap, vim 
and intelligence. He very soon estab- 
lished his reputation as a kicker, but 
he is a kicker to good purpose. If 
things are not right he satisfies himself 
on the merits of the case and then goes 
through with it to the finish. 

Negotiations are under way for the 
broadening of the business of electra- 
gists in other sections. They are see- 
ing the possibilities. They have come 
to believe that the central station com- 
pany means what it says; that it has 
no intention of taking the bread away 
from them, but rather to help them find 
more bread. 

Incidentally Mr. Atkins is interested 
in having electrical contractors belong 
to the National Association of Electrical 
Contractors and Dealers and its Massa- 
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chusetts state branch. He has sent out 
a letter to stimulate their interest along 
this line, believing that organizations 
which have so much of benefit for those 
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who receive the benefits should have 
more members from among the live 
ones. 

The fundamental principles of the 
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campaign have been codperation, mu- 
tual understanding of each others’ meth- 
ods and an appreciation of honesty and 
unselfishness of purpose. 


An Electragist--Why, When and How 


By Jay S. TUTHILL 


Discussion of the New Name for Electrical Contrac- 
tors and Dealers, Explaining Its Origin and Adoption 


For the past year or more there has 
been a growing sentiment on the part 
of electrical contractors and dealers 
throughout the country in favor of a 
shorter name for their branch of the 
electrical industry. The term “electri- 
cal contractor-dealer” was admittedly 
clumsy and awkward. But no one 
seemed able to think of a better term— 
one etymologically and grammatically 
correct. Much thought and not a little 
discussion was given to the subject. 

In the éarly part of this year the 
ELECTRICAL CONTRACTOR-DEALER maga- 
zine mentioned this condition as an op- 
portunity for the live wires of the in- 
dustry to suggest a new name that would 
readily designate “electrical contractor- 
dealer.” So the bright minds set out 
to find the missing link in the chain 
that would connect the ramifications of 
that business with expressions more 
concise, definite and euphonious for the 
convenience of laymen. 

Our own mother tongue was care- 
fully searched from beginning to end, 
and researches were even made in the 
dead languages in the hope of uncover- 
ing a vowel root or other symbol from 
which the desired term could be derived. 
But nothing was found until at the an- 
nual convention of the National Asso- 
ciation of Electrical Contractors and 
Dealers, which took place in July, when 
a satisfactory term was finally brought 
to light. 

At this convention M. H. Johnson of 
the J. & M. Electric Company, Utica, 
N. Y.—an original forty-niner—pre- 
sented a paper entitled “The Conduct of 
an Electrical Contractor-Dealer Busi- 
ness.” Mr. Johnson said the title had 
been chosen not so much to outline new 
principles for the proper conduct of an 
electrical contractor-dealer business, but 
to emphasize the need for new defini- 
tions and terms in that business. He 
pointed out that much misunderstand- 
ing and loss of time had resulted from 


the vague meaning of many of the ex- 
pressions used, and that progress had 
been hindered by the lack of proper 
words with which to express the 
thoughts intended. 

Mr. Johnson also said: “Qur busi- 
ness is perhaps more technical and 
scientific in its public contact than most 
others. We should therefore have a 
concise vocabulary to permit of clear 





The New Words 


How They Came Into the Great 
American Language 


They were born in Buffalo when 
the following resolution was adopted. 
Watch them thrive and grew: 

Whereas, There is need of words to designate 

* our business and activities; and 

Whereas, It is proper that we should deliber- 
ately add to our vocabulary such properly de- 
rived words as are required; now therefore, be it 

Resolved, That the following words be adopted 
as recognized by us with the meanings attached: 


Electragy—Name of the trade or 
business of Electrical Contractor- 
Dealer. 

Electragist—A person conducting 
such a business. 

Electragician—A person working 
at the business. 


Electragize—A verb—to work at 
the business—or to provide electri- 
cal equipment. 


Electragic—An adjective — relat- 
ing to the business. 

Electragian 

Electragial 


Furthermore, Be it resolved that we recom- 
mend that proper action be taken to use these 
words in all work of the Association. 

And Furthermore, Be it resolved that these 
words be legally protected. ‘ 











and forceful statements. It is hoped 
that the Association will act officially 
to sanction such terms as are acceptable 
and arrange for continuous adjustment 
of our vocabularly as needs occur. New 
words and meanings are being added to 
our language in a purely haphazard 
way. For our own purpose some more 
intelligent method should be used.” 
Perhaps the keenest need was a word 
meaning “electrical contractor-dealer.” 
So an attempt was made to find it. And 
in the effort to dig up a correct and suit- 
able term, extensive investigations were 


made by libraries, universities and 
other sources of knowledge. 


Dr. Robert M. Yerkes, chairman of 
Research Information Service of the 
National Research Council, ably as- 
sisted by Prof. Henry S. Washington of 
the Geophysical Laboratory, Carnegie 
Institution, Washington, D. C., took a 
major part in the investigation. Elec- 
tric being of Greek origin, they brought 
into play their thorough knowledge of 
this subject. And after considerable re- 
search they finally decided on a word, 
philologically correct, that would mean 
the same as “electrical contractor and 
dealer,” which, by inflection, could be 
made to cover the ramified terms of 
that business. 

The word is Electragy—pronounced 
like metalurgy—meaning the name of 
the trade or business of an electrical 
contractor .and dealer.  Electragist, 
therefore, means a person conducting 
such a business. 

These words were developed in the 
following manner: The Greek root 
that first and most obviously presents 
itself to express the meaning desired, 
is ag, seen in the Greek (agos), derived 
from the verb (agein), meaning “to 
lead.” It is the root of our word “act,” 
and is seen in the Greek (choregos), 
meaning “the leader of a chorus,” Latin- 
ized to choragus, and seen in the Eng- 
lish adjective choragis, a word used in 
Greek archaeology. 

Another form of the verb is 
(hegeisthai), also meaning “to lead,” 
but intransitive; this is seen in the word 
hegemony, meaning “leadership,” es- 
pecially political, and a transliteration 
of the Greek (hegomonia). This form, 
however, does not lend itself to the use 
desired so well as the shorter form. 

So ag—the “g” being soft before 
weak vowels—was adopted as a basis, 
and by using the verbal suffix ize—also 
of Greek origin—“meaning to be or do 
the thing denoted by the noun or ad- 
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jective,” and also the usual termina- 
tion y, the word “electragy” could be 
inflected to cover every phase of the 
business. 

So from now on, Electrical Contract- 
ors and Dealers, you are to be Electra- 
gists! That is to say you will be if you 
belong to the National Association of 
Electrical Contractors and Dealers and 
are in good standing, as the general 
counsel of that body is taking steps to 
protect the new word. For at its big 
anniversary convention held last sum- 
mer at Buffalo, when as already stated 
the new words were brought to the at- 
tention of the industry, this body 
adopted them in resolution form for 
the exclusive use of its members, and 
took steps to have them legally pro- 
tected. This action was along the same 
lines as that taken by the National Real 
Estate Board of Trade, that adopted for 
its business designation the word 
Realtor and is now endeavoring to limit 
the use of this word to the members of 
its organization. 

It is very evident that the members 
of the National Association have wel- 
comed this action and are taking pride 
in acquainting the public with their 
new name. D. D. Sturgeon of the 
Sturgeon Electric Company, Denver, 
had the word Electragist in large gold 
letters printed on his window front 
twenty-four hours after Special Repre- 
sentative Davis announced the new 
words at a meeting of the electrical 
interests in that city. A similar case 
is that of E. A. Drury of Toronto, who 
also had Electragist on his show win- 
dow within a few hours after he had 
heord the announcement. 

The Tucker Electrical Construction 
Co., New York City, recently made ship- 
ments of electrical goods marked “Elec- 
tragist—Trade Mark.” Other notices 
are constantly coming to the attention 
of National Headquarters which show 
that the new words are meeting with 
general approval by the membership of 
the Association. 

Be an electragist, then, in every sense 
of the word—adopt the name, use it, 
and make it stand, for more than merely 
conducting an electrical business! 

As one prominent member expressed 
it at the convention just before the reso- 
lution was adopted—before he realized 
that he would become an Electragist— 
the new words should denote “charac- 
ter of service rendered to the public.” 

So as the National Association aims 
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for the highest point of efficiency in its 
branch of the electrical industry, every 
member in good standing will be. able 
to adopt and use the word electragist 
to express the high quality of service 
which he renders to the public. 
[NOTE:—Since the foregoing article 
was prepared, the Publication Committee 
decided to change the name of the official 
magazine to NATIONAL ELECTRAGIST, 
conforming to the National Association’s 
adoption of the new terms mentioned 
herein. As this month’s issue starts the 
twenty-first volume, it was considered an 


appropriate time to adopt the new title.— 
The Editor. ] 


Legal Light on New Words 


General Counsel of National Association 
Confers With Specialist on Trade 
Mark Laws 

Reference to the official printed pro- 
ceedings of the Anniversary Convention 
will show that the National Executive 
Committee adopted the following reso- 


‘lution relating to the new words: 


“That the use of the word defining an 
electrical contractor-dealer be limited to 
members in the National Association of 
Electrical Contractors and Dealers in 
good standing, and that the promotion 
of this word and the others suggested 
to the convention be left to the Publita- 
tion Committee with power to act.” 

Thereupon the general counsel of the 
National Association, Franz Neilson of 
New York City, forthwith proceeded to 
seek the means of protection called for 
in the foregoing resolution. 

Mr. Neilson spent considerable time 
in studying the matter of procuring the 
monopolistic right to this new term. It 
then became clear to him that the sub- 
ject was so involved in the intricacies 
of untried trade mark jurisprudence as 
to necessitate the aid of an attorney spe- 
cializing in patent and trade mark law. 
So Mr. Neilson called in Alan N. Mann 
of the law firm of Moore, Paul, Swan 
& Cunningham of New York City. 

The general counsel and his consult- 
ant made an exhaustive research of the 
trade mark, patent, and copyright laws 
and rendered an opinion in which it 
was shown that the word “electragist” 
could only be protected by causing it to 
be registered as a trade mark. 

After the matter careful 
thought, the Publication Committee de- 
cided that this should be done, and the 
attorneys are now working to that end. 
In the meantime it is thought that no 
time should be lost in urging members 
to use every effort in bringing the pub- 


giving 


Vol. 21, No. 1 


lic to understand that an electragist is 
an active member in good standing of 
the National Association of Electrical 
Contractors and Dealers. The use of 
the incidental words can then follow as 
a natural consequence. 

Now that steps have been taken to 
obtain registration of this new word as 
a trade mark in the United States patent 
office, let each and every member real- 
ize that the real worth of the National 
Association, of its right to control the 
word electragist, will depend upon the 
meaning which the members give to it in 
the eyes of the world. 

It is sincerely hoped that the public 
will soon come to know that when it 
wants to be sure of satisfactory elec- 
trical service it must do business with 
an electragist instead of a mere con- 
tractor-dealer. 

As soon as the word begins to stand 
for something with the public, it will be 
of value to the organization, and value 
to the organization means value to 
each individual member. As a body, 
the National Association possesses a 
tremendous potential good will. Now 
is the time to crystallize it around the 
new name electragist. 


He Believes 

Arthur Fisher of the Personality 
Magazine says he believes: 

Today is the day since yesterday and 
that tomorrow will be a better day. 

In life, laughter and love. 

That there is joy in life, if ye will 
but live. 

That what we love we own—love 
life, that ye may live. 

That environment, which is adamant 
before weakness, is fluid before 
strength, purpose and work. 

That there is no more precious 
treasure for today, nor higher heritage 
for the future, than a friend. 

That, on the whole, the world isn’t 
so bad—and is growing better. 

That nothing worth while is wasted 
—that everything was, is and will be. 

That to be good is well, to do good 
is better, to “make good” is best. 

That we are helped in attaining our 
ideals by knowing that our friends be- 
lieve in us and expect great things of 
us. 

That laughter means red blood and 
long life. 

In the divinity of All, as well as the 
divinity of the One. 

In the hearty handshake, in hospital- 
ity, comradeship, friendship and love. 
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How to Purchase and Retail Electrical 


Vice Chairman and Executive :C itt n, 


Merchandise 


By H. L. MILter 





California Southern District, 


Ably Discusses This Subject As It Concerns the Various Branches of Business 


The September issue of the “Electri- 
cal Contractor-Dealer Bulletin,” pub- 
lished by the Southern District Califor- 
nia State Association, contains the fol- 
lowing article, which will prove of 
value to electragists: 

One of the first things to be consid- 
ered in connection with the retail elec- 
trical business is the store. This should 
be in a good location, not necessarily in 
the heart of the shopping district, but 
reasonably close to it and preferably in 
a location easy of access to the auto- 
mobile. 

The store should be of ample size to 
display merchandise without over- 
crowding and present a neat but not 
extravagant appearance. It should be 
equipped for demonstration with as 
nearly as possible the same furnishings 
as would be found in the home where 
the merchandise is to be used. For in- 
stance, for the display and demonstra- 
tion in the store of washing machines, 
it is desirable to have installed station- 
ary wash trays properly connected with 
hot and cold water and waste. In this 
connection the electrical dealer has an 
excellent opportunity to cash in on the 
electric water heater which not only 
supplies hot water for the demonstration 
of the washing machine but in addition 
the water heater is effectively displayed. 
All motor driven appliances should be 
connected up and suitable material in 
readiness for demonstration work. For 
vacuum cleaner demonstrations a light 


flimsy rug should never be used but in- - 


stead a velvet or first class brussels rug 
such as you would expect to find in the 
home of a person who would purchase 
this appliance. 

Good stores operated by electrical 
dealers place the industry as a whole 
on a much higher plane and furnish an 
incentive for the manufacturer and job- 
ber to distribute their merchandise 
through the proper channel of distribu- 
tion, the electrical contractor-dealer. 


Show Windows 
The store should be equipped with 


first class show windows which should 


always be kept clean and the glass free 


from an excessive amount of lettering. 
It goes without saying that the windows 
of every electrical dealer should be 
properly lighted. 

A great deal of thought and study can 
be given to the trimming of show win- 
dows and the best results obtained by 
frequent changes, and the use of first 
class window properties. It has been 
found in many cases that the employ- 
ment of a window trimming expert pays 
very well as he has the ability to execute 
the ideas of the electrical dealer in an 
artistic and attractive way. 

Too many windows of the electrical 
dealers show but very little thought and 
convey the impression that the dealer 
is trying to display a sample of every- 
thing carried in stock. Best results are 
obtained by concentrating on one, or 
at most, a very few lines in any one dis- 
play. 

Good Will 

The electrical dealer who expects to 
stay in business must build up a good 
will. This can only be done by gaining 
the confidence of the public which re- 
quires square dealing, excellent service 
and the highest quality of merchandise. 

Every electrical dealer owes an obli- 
gation to the public and, as this is a 
comparatively new business, the buy- 
ing public is not as well posted on elec- 
trical merchandise as it is on many 
other lines. Much depends, therefore, 
on the judgment and honesty of the 
dealer. This places the obligation 
squarely up to the electrical dealer to 
recommend only such merchandise as, 
after careful investigation, he believes 
to be suitable for the customer’s require- 
ments. 

Opportunities 

The electrical dealer would greatly 
benefit, not only himself but the indus- 
try as a whole, by close codperation 
with the central station. There are 
many problems affecting both the cen- 
tral station and the dealer which, by 
proper codperation, could be ironed put 
to the satisfaction of both parties and 
the benefit of the consumer. 


With the educational work which is 


being done by the California Electrical 
Codperative Campaign the dealer has 
an opportunity to cash in on a volume 
of business never before dreamed of. 
But to accomplish this calls for some 
effort and intelligence on his part. 

The electrical homes have started 
many people thinking of things elec- 
trical and the electrical dealer, especial- 
ly the contractor-dealer, should put 
forth every effort to tie in to this work. 
. The future success of the electrical 
contractor-dealer depends largely wpon 
cooperative effort within his branch of 
the industry. Every contractor and 
every dealer should become a member 
of the Electrical Contractors and Deal- 
ers Association and enter into and sup- 
port its activities. 

There is a tendency on the part of a 
few retail dealers to attempt to do a 
small jobbing business in connection 
with their retail business. This practice 
in the first place is liable to be more or 
less embarrassing at times to the retailer 
particularly as it necessitates two lines 
of prices. It does not promote the 
greatest codperation in the several 
branches of the industry and should be 
discouraged if the retailer ever expects 
to occupy the place in our industry 


which should be his. 
Policy 


_ The electrical dealer should not lose 
sight of the fact that close attention to 
very small business oftentimes results in 
making a good customer for the future. 
It frequently happens that a customer 
will come into the store for some small 
article in the electrical line which is not 
in stock. In such cases, if possible, the 
dealer should take the customer’s order 
and try to secure this article for him 
rather than allow him to run around to 
several other stores before he can be 
properly served. 

Too much cannot be said in regard to 
the careful selection of the lines of mer- 
chandise to be handled by the dealer. 
We are all familiar with the old say- 
ing that “merchandise well bought is 
half sold,” and probably in using this 
term we think of “well bought” as ap- 
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plying to price only. While the price 
is an item to be considered it is not 
usually the item of greatest importance. 

The electrical dealer’s first thought 
in selecting his merchandise should be 
its appeal, quality, service and utility 
to the customer. However, the price 
should be consistent with the quality 
of the merchandise. 

There are many lines of electrical 
merchandise offered on the market to- 
day which are manufactured and dis- 
tributed by people who have little or 
no standing and who give but very little 
or no codperation to the electrical in- 
dustry. Many of this type of manu- 
facturer come and go every year and 
when the merchandise in the customer’s 
hands does not give good service and 
when repair parts are needed, it is 
found that the manufacturer is out of 
bushhess or that the distributor is no 
longer handling the line. But on the 
other hand, there are many substantial 
manufacturers and jobbers who are in 
the business to stay and who are co- 
operating in every reasonable way in the 
upbuilding of the electrical industry as 
a whole. They are furnishing only first 
class merchandise which they are will- 
ing to stand behind and for which nec- 
essary repair parts can be secured at all 
times. It is evident that the customer 
is being better served and that the dealer 
is building good will and future busi- 
ness by furthering the sale of the mer- 
chandise handled by these distributors. 

Too many dealers attempt to carry a 
large variety of lines but this practice, 
it is thought, is not the best. In many 
electrical stores you will find eight or 
ten different makes of washing machines 
with the result that the prospective pur- 
chaser is simply confused with the large 
number and the dealer does not put the 
proper sales effort on any one machine. 
It is thought that greater results can 
be accomplished if the dealer selects 
some one make of washer, or possibly 
one make involving each principle of 
washing, and concentrates on this ma- 
chine only. Some dealers place on their 
floor machines handled by other dealers 
simply for the purpose of knocking 
these lines. 

This practice is absolutely harmful 
for the dealer who would build good 
will, as a knock is not looked upon fa- 
vorably by anyone and every knock at 
any electrical appliance tends to tear 
down the confidence of the public in 
electrical merchandise. Every dealer 
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should have a good word to say for any 
line of first class electrical equipment. 
The same rule that applies in the 
handling of washing machines applies 
in all other lines. The electrical dealer 
claims that he is the proper merchan- 
dise channel of distribution to the con- 
sumer of electrical merchandise and to 
prove this claim he must see to it that 
only first class merchandise is sold to 
the consumer and that service is given. 


Sales Organizations 


A great deal of attention should be 
given to the organization of the elec- 
trical dealer. Sales people should be 
secured who have a pleasing personality 
and a clean and neat appearance. The 
sales person who has the faculty of be- 
coming acquainted with the customers 
of the store is not only increasing his 
own efficiency but is also making him- 
celf more valuable to his employer. 

In this day a great deal of business 
is transacted over the telephone and it 
is very important that the telephone 
should be handled by one who has a 
pleasing voice and good judgment. The 
telephone should be given immediate at- 
tention when it rings as it, must be re- 
membered that the party calling is not in 
your store and therefore cannot appre- 
ciate the fact that you may at that mu- 
ment be extremely busy. Mistakes are 
annoying as well as expensive. It is 
therefore important that the person tak- 
ing orders by telephone should be ex- 
tremely careful to get full and accurate 
information of the requirements of the 
customer. A great deal of new business 
can be secured by the use of the tele- 
phone. 

In many locations the house to house 
salesman or “bell ringer” has been 
found desirable but in some localities 
this class of solicitation does not seem 
to appeal. However there is probably 
no locality in which outside sales people 
cannot be used to advantage in follow- 
ing up prospects. In the larger stores 
it is highly desirable to have on the 
floor at all times a competent demon- 
trator for the larger appliances. 

The dealers selling motor driven ap- 
pliances should have in their employ a 
man competent to service these appli- 
ances and should be in a position to at- 
tend to this work promptly. 


Advertising 


In the last three years through the 
efforts of the California Electrical Co- 
operative Campaign the electrical deal- 
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ers in California have very greatly in- 
creased their advertising and the results 
obtained have amply justified the ex- 
pense. Newspaper advertising is un- 
doubtedly the most productive. How- 
ever, considerable care should be used 
in determining the amount of space and 
copy. A mistake frequently made is ” 
that of trying to crowd too much copy 
into a small space. It has been found 
that the ad that is concise, to the point, 
and does not try to cover all the lines 
carried is productive of the greatest re- 
sults. Advertising, to be effective, 
should be consistent. Very little is 
gained by a big spread in the newspaper 
if it is not followed up consistently with 
small ads. The efficiency of local adver- 
tising is undoubtedly increased by a 
general tie in with national advertising. 
Local advertising should be supported 
by displaying in the show windows and 
stores the articles advertised. 

If there is any merchant who is jus- 
tified in having an electrical sign, it is 
the electrical dealer. In many cases no 
greater addition can be made to the 
stores of electrical dealers than the in- 
stallation of an electric sign. 

All of the mail leaving the store 
should carry advertising circulars, cov- 
ering when possible the line of merchan- 
dise being advertised and displayed in 
the windows at that particular time, and 
tying in with national advertising. 


Material Handling Cyclo- 

pedia 

The 1921 Material Handling Cyclo- 
pedia just published by the Simmons- 
Boardman Publishing Company, Wool- 
worth Building, New York City, con- 
tains complete data and information on 
all standard types of machinery for 
moving materials. This book is the 
first of its kind ever published. It is 
divided into three sections; viz., defini- 
tion, technical, and catalog, and each 
section is cross referenced in. such a 
way that any desired information can 
be readily found. There is also a di- 
rectory of products, a trade name in- 
dex, and an alphabetical index of manu- 
facturers. 

The Material Handling Cyclopedia 
has been written and edited by special- 
ists. It will prove a valuable aid to 
electragists who already employ mech- 
anical handling methods or to those 
who contemplate installing machines 
to handle materials in place of human 


hands. 
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Changes and Developments in Electric 


Sales Policy 


By R. S. Hae 


Excerpts From an Address by Chairman of N, E. L. A. Housewiring 
Committee Delivered at Sales Managers’ Convention, Association Island 


The situation in the sales depart- 
ments of the various central stations, 
and particularly the situation in the 
sales managers’ convention, indicates 
that this is a suitable time to take a 
general stock of the situation to see 


what we mean by sales work for cen- 
tral station companies. 

In many sales departments the sales 
employe has first, when the question 
comes up of dealing with a prospective 
customer, to arrange for the extension 
of the lines and the carrying of the serv- 
ice into the house, or else may merely 
have to check up that the service is in. 
In most cases this has already been done 
previous to the time the question of 
dealing with that particular prospect 
comes up. In other cases there is some 
negotiation with the customer as to 
whether the service shall enter overhead 
or underground, as to whether it shall 
enter in the front or in the rear, etc., 
and as to what guarantee if any is re- 
quired. 


Engineering Rather Than Sales 


It is clear that most of these questions 
are engineering questions rather than 
sales questions. They can be regarded 
as the latter only on the theory that all 
negotiations of any sort with the cus- 
tomer are really sales questions. This, 
however, is to my mind a little too 
broad a definition of sales, and I 
should therefore put down that while 
a sales department may be and often is 
the proper department to negotiate with 
a customer in regard to the extension 
of lines necessary to reach him, yet 
this is not really a sales question. It 
might be called commercial engineer- 
ing, but it is not selling. 

The second part of the dealing with 
the customer is of course the making 
with him the contract for electricity or 
the taking of his application. In the 
old days, before the days of regulation, 
this was most clearly sales work. To- 
day, however, the rates are absolutely 
standardized by the commission rulings. 
Except in the rather unusual cases 
where an unusual amount of money 


has to be spent by the company in or- 
der to reach the customer, there is no 
need of making any term contract. 


No Trading with Customer 


Today the trading with the customer 
on price, on term, and on guarantee, 
has practically disappeared, and prob- 
ably in ninety-nine percent of the cases 
of new customers, all that a company 
does is to take his application. Some- 
times this application is on a more or 
less formal card or blank correspond- 
ing to the old contract that the sales- 
man used to have to take around and 
get the customer to sign on the dotted 
line. In other cases, companies are 
getting to the state where they will take 
any kind of an application from a cus- 
tomer, either on a letter or by word 
of mouth or by telephone, and every 
company probably has on its lines a 
number of customers who have not done 
even this. But the actual making of 
the contract or taking of the applica- 
tion is not today a real sales matter. 

The next dealings with the customer 
—though in many cases they may pre- 
cede the taking of his application or 
contract—are the arrangements for wir- 
ing his house or factory or premises. 
Sometimes the central station sales de- 
partment employe arranges with the 
customer as to where the lights shall 
be put, as to how many there shall be, 
etc. In other cases, the customer deals 
direct with the wiring contractor, and 
in almost all cases of the larger com- 
panies the actual work is done by the 
wiring contractors and such contract as 
is made for the wiring and for its pay- 
ment is made by the customer or his 
architect with the wiring contractor. 


Selling Appliances 

The next branch of the sales work 
is the selling to the customer of the 
various appliances to be used on his 
wiring, including lamps, flatirons, per- 
colators, toasters, washing machines, 
etc. 

The general experience of the last 
few years indicates that the selling of 
appliances is quite a different branch 
of the business from the selling of wir- 
ing or the selling of current. In sell- 





ing a washing machine for instance, it 
is found very practicable and successful 
to have a man to sell washing machines 
on commission, going from house to 
house. The men who are successful 
in this work are apparently quite a 
different class from the men who sell 
wiring. 

The four branches of sales depart- 
ment work as at present understood 
are then: 


I. The arranging for the run- 
ning of the service to the 
house; 


II]. The making of the contract 
with the customer for the 
use of current, or taking his 
application; 

Ill. The selling to him of the 
wiring; and 

IV. Finally the selling to him 
of appliances. 


There is however a fifth branch 
which is the getting of the customer 
to use the wiring and lamps and ap- 
pliances after the service has been run 
and the connection made. But this is 
fundamentally advertising rather than 
selling. Every employe of a central 
station should boost his company and 
its business, but when he does this he 
is advertising rather than selling even 
though he may be an employe of the 
sales department. 

From this analysis it is seen that the 
development or change in the sales de- 
partment has come about by reason of 
regulation of prices. I can remember 
when the signing up of the contract 
with the customer was distinctly the 
chief work of the sales department. 
Today, however, that situation has dis- 
appeared. If a customer wires that is 
all we need. If he wires, he is going to 
use our service and we don’t need to 
bother about his signing a contract. 
When he gets ready to have the lights 
turned on, he will probably come in 
and sign an application; but even that 
is not necessary from the sales depart- 
ment’s point of view. It is really only 
the accounting or credit people that re- 
quire the signature to a contract or ap- 
plication. 

















































































Question of -Outlets 


We begin to realize today that it is 
really a question of how many outlets 
the customer wires up that determines 
how much electricity we are going to 
sell him in the future. 

If a customer wires up an apartment 
with only one outlet per room he is not 
going to use nearly so much electricity 
as if he wired it up so that he can con- 
veniently use his fan, toaster, percola- 
tor and flatiron at the same time he is 
using his lights. 

A recent survey showed a set of 
apartments wtth only one outlet per 
room. This indicates that though the 
sales work of those customers had been 
completed so far as getting them to sign 
an application or contract for electri- 
city was concerned, yet the whole sales 
work had not been completed. There 
was still an immense opportunity for 
sales work in selling to them more wir- 
ing. 

Now consider for a moment the sell- 
ing of appliances. The development 
of the industry in the last few years 
indicates very clearly that this is best 
made a separate branch from the sale 
of electricity. A central station may 
push the sale of appliances by having 
an appliance department of its own en- 
tirely separate from the sales depart- 
ment. Or it may do it by having an 
appliance department that is a branch 
of or under the sales department. Then 
again, it may increase the sale of ap- 
pliances by encouraging the dealers 
and department stores and hardware 
stores to handle them. In any case it 
is clear that there is a great opportu- 
nity for the selling of appliances entire- 
ly distinct from the selling of wiring. 


Selling Wiring Most Important 


The conclusion I draw from this is 
that the man who sells wiring should 
devote himself particularly to that and 
should carry the sale of appliances 
only as a side line, selling appliances 
when he finds it easy and convenient 
to do so. The seller of wiring should 
feel that his real business is to sell wir- 
ing, and to get the customer to put in 
as many outlets as practicable and in 
the best positions so that later the cus- 
tomer will use them. 

Now turn to the question of getting 
customers to use the outlets and appli- 
ances after they have them installed 
and the electric service connected. We 
have had cases where a sales depart- 
ment has sucessfully undertaken this 
work. 

For instance, in Boston at one time 
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we found we had a great number of. 
apartment houses wired for electricity 
but where the customers were actually 
using the gas and letting the electric 
wiring investment stay idle. We ac- 
complished a great deal by sending men 
out to interview these customers and 
getting them to take electricity for a 
month or two on trial after which a 
great many continued. 


Only Temporary Condition 

It is obvious, however, that such a 
situation as this is purely local and 
temporary. It may have been a mis- 
take to wire up some of these houses 
though I am not willing to admit it. 
If it was a mistake it meant merely that 
houses of that class would in future 
not be wired, because the house owner 
would not make an investment for 
which he had to charge in the rent un- 
less the tenant was willing to pay for 
it, and the tenant would not pay for 
it unless he wanted to use the electri- 
city. Therefore, when things get 
settled down, the condition of a cus- 
tomer not using his electric wiring at 
all will be an anomaly. 

Then there are many cases where a 
customer will use a little electricity 
but could not be persuaded to use a 
creat deal more. As noted before, how- 
ever, this is really a question of ad- 
vertising or general boosting, and ex- 
cept in special cases is not the question 
of a sales department sending out a 
salesman to see the customer. 

The general conclusion that I come 
to is that the real work of a sales de- 
partment as such is to sell wiring. It 
may be a branch of a commercial de- 
partment having other branches as well 
as a sales branch. It may have the ad- 
vertising department under it. It may 
have some engineers who look after the 
question of extending the services to the 
houses. The commercial department 
may have a branch to handle the com- 
plaints of all customers as well as an 
appliance branch or a branch to sell 
lamps. The sales department of course 
will have telephone clerks and steno- 
graphers and filing clerks who work 
for it whether they are called part of 
the sales department or not. But the 
real thing that I am getting at is that 
a sales department pure and simple of 
an electric company is in business to 
sell wiring, and then to do such other 
incidental work as arranging for ser- 
vices, selling appliances, etc., as it can 
do efficiently. 

Two Practical Conclusions 


This brings out two practical con- 


clusions. . The first is that the closing 
of the contract for electric service or 
the taking of the application is now, 
under Commission and other regulation, 
a very minor matter. I have come to 
believe it a purely clerical, accounting 
or credit matter with which the sales 
department should have as little to do 
as possible. The next step is to ar- 
range for the accounting department, 
or else a branch of the commercial de- 
partment, to handle all contracts or 
applications and other dealings with 
customers where there is no question 
of new wiring. ; 

This means that the sales department 
as such should give up bothering about 
contracts with customers and should de- 
vote its time entirely to seeing that the 
customer puts in more wiring for more 
lights, or if the sales department has 
an appliance branch that the appliance 
branch should sell more appliances. 

In the old days when a contract with 
a customer was an important thing and 
it was a question whether we would get 
a five cent or a six cent or a four cent 
rate, when it was a question whether we 
could get him to sign up for one year 
or five years, when it was a question 
whether we could get a minimum 
guarantee of $1000 per year or $2000 
a year, all the contract work and ap- 
plication work was a real part of the 
sales department work. Now condi- 
tions have changed and we have come 
to realize that sales is only one branch 
of commercial work. 


Salesman Cannot Sell All Wiring 


But while the central station is in 
business to sell wiring, it is not physi- 
cally possible for the central station 
salesmen to see all new customers and 
to deal with them on new wiring. It 
is obvious that an immense amount of 
the new wiring had best be arranged 
for by the customer direct with the wir- 
ing contractor. So if we have a sales- 
man to handle a certain territory, how 
is he going to accomplish the most? 
Should he see as many prospective cus- 
tomers as he can and try to get them 
to wire properly, to put as many out- 
lets in different rooms as is suiable, 
to put in enough copper so that when 
they want more outlets they will not 
have to run additional circuits but put 
the additional outlets on the old cir- 
cuit? 

Should the central station salesmen 
do all this work with the few prospects 
that he physically has time to see and 
talk to, leaving all the rest to be han- 
dled by he wiring contractors in his 
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district without help from him? Or 
can the central station salesman do 
most by educating the contractor and 
wiremen in his district? 

These questions almost answered 
themselves. A central station salesman 
trying to increase the amount of wiring 
done in a given district can obviously 
accomplish much more by knowing all 
the contractors in his district and edu- 
cating them so that when they deal with 
customers they will-sell more wiring 
properly spaced to permit of plenty of 
convenient outlets. But this of course 
does not mean that he will not in many 
cases have to deal direct with the cus- 
tomer. . 


Arrange with Customer 


In many cases the central station 
salesman in a district will, for instance, 
have to arrange with the customer about 
where the service is to enter his house.. 
This is when the central station sales- 
man does engineering work rather than 
sales work. There will be many cases 
where the customer will depend on the 
central station salesmen to advise him 
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about his wiring, and the central sta- 
tion. salesmen cannot afford to be dis- 
courteous to the prospective customer 
and insist that the prospective customer 
deal only with the wireman. The cen- 
tral station salesman will have to use 
judgment. But the point I am making 
is that when he uses good judgment he 
will be spending most of his time with 
the wiring contractors rather than with 
a few individual prospects. 

Now let us consider the importance 
of having definite prices for wiring. It 
is of course perfectly clear that many 
wiring jobs can not be done on any- 
thing else other than a time and labor 
basis. Even then, however, the man 
who gives the order wants to have some 
rough idea as to how much the work is 
going to cost him. While it is perfect- 
ly clear that it is not practicable to have 
fixed wiring prices that will apply to 
all conditions, as there will be numer- 
ous jobs that the wiring contractor will 
have to figure separately, yet the more 
definite the price, the easier it is to sell. 
The nearer the central station salesman 
and the wiring contractor’s representa- 
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tive can come to having definite prices 
for wiring, the easier it will be to sell 
wiring and to get the customer to add 
new outlets. 


Probably the man who can sell wir- 
ing easiest is the man who actually 
does the work in the house, that is the 
journeyman who runs the wires. As he 
goes along he can point out to the cus- 
tomer how convenient an additional 
outlet would be in various places when 
he moves his bed or dressing table, for 
example, from one side of the room to 
the other. 


General Summary and Conclusion 


The development of the electric busi- 
ness and the effect on our business of 
regulation of prices means that today 
a sales department should practically 
give up the question of contracting with 
customers and taking their application 
for electric service, and should devote 
itself particularly to educating the wire- 
men to appreciate their position as it 
concerns not only their own future wel- 
fare, but the future welfare of the in- 
dustry as a whole. 


- Don’t Let Other Concerns Operate on 


Your Money 


By Frank H. WILLIAMs 


In This Article the Writer Tells the Danger of Electragists Enter- 
ing Into Propositions of Financing Commonly Put up to Them 


Here is the sort of a conversation 
that took place recently between the 
proprietor of a successful middle west- 
ern electrical shop and a real estate 
man who has been doing a considerable 
amount of home building in the past 
few years. 

The electrical shop proprietor an- 
swered the phone and acknowledged the 
introduction of the real estate man. 
Then the electrical shop owner’s face 
became more and more grim as he 
heard the home builder’s proposition. 
Finally the electrical shop proprietor 
burst into vigorous speech. 

“No!” the electrical man exclaimed. 
“ll not come in on a proposition of 
that sort. I couldn’t possibly make any 
real money out of your proposition. 
What you are doing is to ask me to 
help you finance the building of seven 
new homes. You are, in fact, asking 
me to go partners with you in a build- 
ing proposition but without giving me 
a partner’s share of the proceeds, and 


further asking me to put up some of 
my money so that you can complete the 
work. I should say I’ll not come in on 
a proposition of that sort. I’m not in 
business for my health nor for the fun 
I get out of it. I’m in business to make 
money and | can’t make any money out 
of my business if I start financing other 
peoples’ business with my money.” 

Whereupon the electrical man hung 
up the receiver. 

Now what sort of a proposition had 
been put up to this man? Just why 
had he turned it down? And just what 
can be learned from this conversation 
that will prove of value to other elec- 
trical dealers and contractors in their 
businesses ? 

The proposition in question had been 
put up to the electrical man by a young 
real estate man who, as the former’s 
reply indicated, was going to put up 
seven new homes. The real estate man 
had asked the electrical man to furnish 
all the electrical materials and to do all 


the electrical work on the houses on a 
basis of getting paid for his materials 
and work after the homes had been 
sold. 

Only Good on Its Face 

On the face of it a proposition of 
that sort doesn’t look so bad. But when 
it is analyzed it is seen just what it 
would let the electrical man in for. 
Under present conditions the real es- 
tate market is rather dead. Real estate 
men are finding it difficult to dispose of 
new homes which would have been 
eagerly grabbed up two years ago when 
everyone was flush. Consequently 
many new homes that two years ago 
would have sold for cash are now being 
sold on part payments. Other homes 
which can’t be sold are being rented 
out so that they will not be standing 
idle. 

Now what would happen if the elec- 
trical man came in on the real estate 
man’s proposition? The electrical man 
would have to pay at once for the ma- 
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terials used and would have to pay his 
workmen for their labor. If he did all 
the electrical work on the seven houses 
he would soon have a good sum of 
money tied up in the proposition. And 
in order to get his money back, he 
would have to wait until the real estate 
man got his money out of the houses. 
In the case of homes that the real estate 
man sold on the part payment plan 
the electrical contractor would get his 
money only by dribbles over a long 
term of years in the normal run of 
events. 


Couldn’t Finance Own Business 


In case the real estate man got up 
against it and couldn’t sell any of his 
homes, the worst possible might happen 
to the-electrical contractor—he might 
find that he couldn’t finance his own 
business without the money tied up in 
this deal and he might, therefore, be 
forced to go through bankruptcy. It 
is evident, then, that the proposition 
would be a mighty bad one in many in- 
stances for the electrical contractor 
under present circumstances. It is 
true, of course, that the work would 
keep his shop busy but what’s the use 
of being busy if you are going to lose 
money that way? 

In times like these an electrical con- 
tractor ought to be mighty careful to 
see that he isn’t dragged into a proposi- 
tion of this sort where he will be called 
upon to finance the other man’s busi- 
ness. Propositions of this sort are con- 
stantly bobbing up and it is the easiest 
thing in the world to get hooked on 
some thing of this sort where the elec- 
trical contractor holds the bag for the 
other man. 

There is no question that the matter 
of credits is probably the most import- 
ant phase of the electrical contractor 
and dealer’s business at the present 
time. It is so easy for the contractor 
to kid himself into believing that he 
will get paid at once for materials and 
work, when he knows deep down in his 
heart that he will have trouble in mak- 
ing collections. 

Frame Set of Rules 


Consequently the electrical contract- 
or should, for his own protection, frame 
a set of rules regarding credits and 
should adhere to these strictly in all 
of his business transactions. By doing 
this he will save himself a lot of trouble 
and worry. Such a set of rules might 
be something like the following: 

1. Get a signed order for all credit 

work from the man who is go- 
ing to pay the bill. 
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2. In this signed order see to it that 
the terms of payment are down 
in black and white so that there 
can be no possible mistake re- 
garding the points involved. See 
to it that the man making the 
purchase thoroughly understands 
these points and knows just ex- 
actly what he is signing. 

Look up the credit rating of all 
men who want credit and be con- 
vinced that they can and will pay 
their bills, before you furnish the 
materials called for and do the 
work. 

In all big jobs calling for pay- 
ments on estimates, see to it that 
estimates are made promptly and 
carefully, and if payment on any 
estimate is not forthcoming 
mediately, get busy at once and 
see what the trouble is. Never 
leave anything of this sort to 
guess work. 


im- 


Emphasize in all advertising and 
publicity that terms are cash. 


Don’t gamble. Turn down all 
propositions which look good but 
which call upon the electrical 
contractor to finance a part or 

* all of another man’s undertaking 
or which call on the contractor 
to go partners with a man in 
some proposition that looks un- 
certain in any way. 

This last rule would seem to be per- 
haps the most important of all. It is 
the easiest thing in the world for the 
contractor to get into a dubious pro- 
position which isn’t strictly business 
through some gambler or plunger who 


is perfectly willing to take a chance. 


with other peoples’ money. A proposi- 
tion like that cited above where the 
contractor would furnish materials and 
do the work with the understanding that 
he wouldn’t get his pay until the houses 
were sold, would really be going into 
partnership with the builder of the 
homes. In such a case the contractor 
would be letting the. builder use his 
money to finance the proposition with- 
out getting a partner’s profits, if any 
profits were made. In such a case the 
contractor would be getting only his 
usual profit on the work and nothing 
more to compensate for the risk in- 
volved. 

It should always be remembered in 
the electrical business that the shop or 
store’s prosperity is not based on the 
amount of goods sold or the amount of 
work done, but rather on the state of 
the concern’s finances. A store or shop 
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may be as busy as the proverbial bee 
but if all the concern’s money is tied 
up in projects which may not materia!- 
ize for weeks or months, the concern 
may soon find itself rushing to the bank 
for assistance and even faced with bank- 
ruptcy. The shop that is doing only 
a third or a fourth of its normal busi- 
ness and which is getting paid immedi- 
ately for all the material sold and all 
the work done is a lot better off than 
the shop which is running at full tilt 
but which isn’t getting due pay for 
materials and labor. 

Isn’t there a suggestion in all this 
for you, Mr. Electragist? 

Wouldn’t it be a help in your busi- 
ness to watch credits and collections 
more closely nowadays? Start doing 


so NOW! 


Significant Figures 

If any in the electrical industry are 
prone to disagree with the general as- 
sumption that the industry is steadily 
going forward, the following figures on 
public utilities are not without signifi- 
cance: Between 1910 and 1920 the 
population of the United States in- 
creased less than 15%, but the number 
of customers of the electric light and 
power companies increased over 250%, 
and the amount of electric energy sold 
increased over 350%. The expansion 
was not confined to any particular sec- 
tion of the country, but was distributed 
equally throughout the United States. 


Be Wiser Than a Hen 
B. C. Forbes, who is perhaps the 


greatest financial writer of the age, in 
a recent issue of his magazine, says: 

When the worms are scarce, what 
does a hen do? Does she stop scratch- 


ing? She does not. She scratches all 
the harder. A lot of business men have 
been showing less sense than a hen since 
orders became scarce. They have laid 
off salesmen; they have stopped or re- 
duced their advertising; they have 
simply resigned themselves to inaction 
and, of course, to pessimism. If a 
hen knows enough to scratch all the 
harder when the worms are scarce, 
surely business men, who are supposed 
to possess a moderate amount of brains, 
ought to have gumption enough to 
scratch all the harder for business. 
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You need it for buying, seliing 
and estimating. 

















. 1 





ee 
ied 
al- 
rn 
ink 
nk- 
nly 
1Si- 


1si- 
ons 
ing 


are 
as- 
lily 

on 
1ifi- 
the 

in- 
ber 
and 
'%, 
sold 
sion 
sec- 
ited 


the 


ays: 
vhat 
tch- 
; all 
lave 
ince 
laid 
* Te 
have 
tion 
lf a 

the 
arce, 
osed 
ains, 
1 to 


nd 
e? 
ng 


















November, 1921 


Service Engineers Help Gain and Retain 
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Customers 


By K. H. Lansinc 


How a Philadelphia Electragist With Branch Office in 
Newark, N. J., is Expanding Under Novel System 


With the thoroughly modern electra- 
gist, full service to the customer is a 


complement of all sales. By its means 


not only is the customer better satisfied 
in the long run but through its intel- 
ligent direction more benefit, both in 
good will and profits, accrues to the 
shop patronized. 

This applies too when the service 


rendered is free. For the alert con- 


tractor-dealer with his experienced em- 
ployes is usually able to demonstrate 


to the householder or commercial es- 
tablishment that it is for their best in- 
terests to have work done in a high 
grade manner and he is able to fore- 
see and suggest many outlets. which 
would not occur to the customer but 
which will prove particularly desirable 
and convenient. 

Full appreciation of what intelligent 
free service to the customer can accom- 
plish for both parties to a transaction 
is shown by the Whalen-Crosby Electric 
Company of Philadelphia, who main- 
tains a branch in Newark, N. J. and 
who is planning branches in Brooklyn, 
Boston, Baltimore and other cities. 
Service with this concern includes the 
maintenance of twenty-one residence 
engineers, fourteen being attached to 
the Philadelphia plant and seven to 
thé branch in Newark, although the 
number is elastic. 


Observation Surveys 

An interview with Joseph G. Crosby 
of the company brought out the follow- 
ing salient points in the method and 
system of the concern: It is the function 
of the residence engineers to make 
thorough observation surveys to design 
the system of electric service best suit- 
ed to the individual customer’s needs, 
to solve the customer’s electrical prob- 
lems and to be at his call, day or even- 
ing. 

This service work is performed under 
the supervision of a sales manager in 
each city where a plant has been es- 
tablished. In Philadelphia leads are 
obtained through advertisements in the 
daily newspapers, display publicity be- 
ing attractively designed particularly 


aimed at gaining the attention of the 
householder in this City of Homes. In 
the advertisements it is announced that 
the company’s offices are open on Mon- 
day, Tuesday and Thursday evenings 
and Saturday afternoons; and the tele- 
phone numbers as well as the address 
are always plainly shown. In Newark 
leads are procured by canvassing and 
supplmentary advertising. All leads 
thus obtained are recorded in the office 
and assignments to follow them up are 
given according to the judgment of the 
sales manager. Some salesmen of 
special, proved ability may receive 
more leads of course than others hav- 
ing less experience. 


Engineers Trained 


All of the residence engineers are 
trained to enter homes to perform ser- 
vice to the householder and to make, 
where desirable, practical suggestions 
which will benefit the customer and 
cement him to the house as part of the 
regular clientele. The engineers may 
be preceded or followed by other elec- 


trical men there with the specific idea- 


of getting the job. The entire service 
including survey and estimate, as pre- 
viously mentioned, is free and there are 
no strings or come-backs to it to make 
the customer suspect that he is being 
exploited. 

In making the survey the residence 
engineer visits all the rooms, instead of 
sitting down to catechize the customer. 


This plan of the house not only re- 
lieves the customer from answering 
many questions, some of them perhaps 
twice, but always inspires confidence in 
the engineer of his knowledge and 
ability. The examination of rooms, 
halls, kitchen, cellar, and so on, en- 
ables the engineer to anticipate any 
construction obstacles which may mean 
extra charges and to include them in 
the price. The work is done on an 
itemized price schedule and the cus- 
tomer pays only for what he actually 
gets. The house operates on the month- 
ly payment plan—ninety percent of its 
installations are on this order—with 
twelve payments to the year. It is 
specified that if an obstacle in construc- 
tion not mentioned in the estimate is 
encountered, there will be an extra 
charge for overcoming it; but if the 
customer objects to paying the price 
to have this work done, the item can 
be eliminated. 


Engineers Make Suggestions 


Following the actual survey of a 
house the engineer, for instance, will 
show the householder where certain 
outlets are needed to give absolute 
satisfaction and promote efficiency of 
operation—ways which the patron him- 
self, because of lack of practical ex- 
perience, very likely has not thought 
of. In its final analysis the plan of 
the house is to sell not what the pros- 
pect thinks on the surface that he wants, 
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but going deeper what his valuable ex- 
perience tells the engineer thé custom- 
er needs. 


Show Customers 

The engineer may show the customer 
that it is desirable to have two switches 
in the dining room to save the house- 
wife steps; that for convenience’s sake 
there should be in the hallway a com- 
plement of three-way and four-way 
switches, so the lights may be turned 
on or off from any point. He may 
make valuable suggestions regarding 
the outlet for the electric iron in the 
kitchen, in the cellar for the electric 
washer and along the baseboards for 
the electric sweeper. He will point 
out that basement or cellar lighting 
very often is insufficient and improper; 
that as the basement is usually as large 
as all the rooms on the first floor it 
should have lighting facilities through- 
out for the sake of convenience if not 
for positive safety. 

In more intimate terms, he may show 
that the section devoted by the house- 
wife to her reserve of pickles, or pre- 
serves, should be adequately lighted; 
that there should be a light near the 
furnace, or heater—a very important 
point; that if the man of the house has 
a cellar workbench, it is especially 
necessary to have it well lighted; that 
it might be well to have a two-way 
switch for light and operation of the 
electric washer, and that there should 
be a light at the cellar entrance at the 
extreme end. It is emphasized at the 
time of the call, that the original cost 
of placing these outlets will be about 
half of what would be charged to put 
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them in after completion of the first 
wiring. The customer rarely fails to 
see the force of this argument. 


All Work Guaranteed 


As the work done by this house is 
guaranteed for twelve months it is 
necessary to have all the goods sold of 
such a quality that they will last con- 
siderably longer than the period of the 
guarantee. This is a commonsense 
attitude, desirable on the grounds of 
selfpreservation, even if there were no 
other grounds, like satisfaction to the 
customer, upon which to base them. 
This stand also lifts the products out 
of the hands of campetition with many 
cash houses, it is argued. Because of 
the thoroughness of the company’s sys- 
tem of obtaining credit information it 
encounters remarkably few in the dead 
beat class. 

The company considers it an unwise 
policy to quote prices on wiring alone 
and in fact refuses to accept such or- 
ders. It operates under a thorough 
system and insists upon completely 
satisfactory installations, so will not 
tolerate halfway work, or the linking 
up of its wiring jobs to work by an- 
other house in the way of installing 
fixtures, which latter work might later 
prove unsatisfactory and thus reflect 
upon the installation as a whole. 

It is the desire of the company to 
have its customers come into the show- 
room and select, with the aid of its 
salesmen, fixtures that will harmonize 
with the arrangements of the household. 
In the showroom are to be found de- 
signs and materials in a wide range, 
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and courteous salesmen offer practical 
suggestions. 


Fixture Service 

Service as to the fixtures is also ren- 
dered by the men who previously made 
the surveys in the homes of the custom- 
ers and who carefully studied the 
houses, retaining by memory or nota- 
tion the data necessary to have fixtures 
harmonize with wall finish and furni- 
ture. 

The company also sells light bulbs, 
differing in this way from the ordinary 
electrical contractor-dealer, the idea be- 
ing to give a finished installation which 
is appreciated by the customer, elimi- 
nating all delays and insuring the most 
desirable lighting effects. 

There is a post-installation service 
given by this house, too. After every- 
thing from wiring to bulbs is in place, 
a salesman takes the contract to the 
householder and reviews with him the 
various items of work and the charges, 
this heing in fact a double check, not- 
ing if everything is in proper order for 
the customer and whether all charges 
have been covered. 

Commercial installations at present 
are confined to Philadelphia. For this 
work the company maintains a time 
payment system and has three engineers 
giving service as well. It has found 
that operating under a system whereby 
the customer not only may be but must 
be satisfied is a paying policy and that 
many prospects are converted into re- 
current and regular customers through 
the staff of residence engineers who 
give the benefit of their valuable experi- 
ence to weld them to the house. 


How to Develop New Business 


By FRANK FARRINGTON 


There Are Many Opportunities to Create a Demand For 
Your Product if You Take Advantage of Latent Possibilities 


Which came first in the chewing gum 
business, supply or demand? Which 
came first in such other lines as phono- 
graphs, cash registers, vacuum bottles 
and many other things? As a matter 
of fact, isn’t it the case that many big 
businesses have been built up by the 
development of a previously unsuspect- 
ed demand? People didn’t know they 
wanted chewing gum and phonographs 
until they were given a chance to buy 
them. 

There was a latent, a dormant desire 
which became active when the supply 
of the goods became available. It is 
the same with electrivity. Before elec- 


tricity was commercialized, we gave no 
thought to what it might do for us. 
The people who lived in the preelectric- 
al age did not know that they wanted 
electrical service and electrical equip- 
ment. And there are plenty of people 
around your store who do not realize 
today that they want electrical mer- 
chandise. They just don’t think any- 
thing about it. They get along with 
what they have and are satisfied. 
Latent or undeveloped business is 
business most of us do not realize is 
there until some more thoughtful, more 
aggressive fellow uncovers it. We 
think because there is no call for cer- 


tain electrical devices, there is no one 
around us who would buy them. 
People call for things only after there 
has developed in their minds a definite 
desire for them. That desire is very 
likely to become active only when the 
dealer brings the things to their atten- 
tion. 
Developing Demand 

To wait to advertise and push mer- 
chandise after the demand comes is to 
fail to develop demand along some 
lines. There is a great deal of latent 
business in the electrical merchandise 
field. There are numberless prospect- 
ive purchasers of electrical devices and 
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equipment who do not know they are 
prospects, who have not yet realized 
that they would like to have those 
things. 

The housewife who always has done 
ail her sweeping with a broom, makes 
no complaint about that method. She 
accepts broomsweeping as a matter of 
course. If it is hard work and takes 
a good deal of time and is not always 
entirely efficient, that is the way it al- 
ways has been and she does not worry 
any about it. 

But then—along comes a letter from 
a nearby dealer in electrical merchan- 
dise in which she reads, “Do you some- 
times get tired of sweeping and dusting 
and wish there was some quick and easy 
way of keeping the house clean without 
all that work?” She admits to herself 
that she does wish there was some such 
miracle possible. The letter goes on to 
say, “Why not try the electrical way? 
Get an electrical vacuum cleaner and 
do the week’s cleaning in an hour or 
so and do away with housecleaning 
time by keeping clean all the time.” 
It is that letter that makes this latent 
prospect an actual prospect because it 
creates in her mind a desire for the 
vacuum cleaner. 


Latent Business 


The dealer who sells only the goods 
that sell easily, or that sell themselves 
because of the manufacturer’s advertis- 
ing, is not going to develop any latent 
business. Neither is the dealer who 
merely mentions in a perfunctory way 
the lines that have not yet become gen- 
erally used. It takes real effort, active 
effort, to develop latent business into 
actual sales. 

The reason why many dealers see 
merchandise of excellent quality and 
of great utility remain on their shelves 
is simply that they do not make the 
latent demand for the goods over into 
active demand. The great majority of 
prospective purchasers have to be 
shown the value of the goods. They 
do not even know they want certain 
things until they are awakened to the 
fact that those things are highly desir- 
able to them. 

In a large household where there are 
several servants, needs in the way of 
equipment are often unknown by the 
head of the family, and the dealer who 
is going to fhe head of the family with 
advertising may not be reaching the 
real buying power. In that family 
there may be real need for and oppor- 
tunity to use an electrical washing ma- 
chine. But the laundress goes on work- 
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ing with the same old equipment and 
grumbling about it. Household heads, 
housewives, or hired housekeepers, get 
into ruts in buying. They get into 
the habit of buying the same thing over 
and over, using the same method of 
doing the family work. 

Now how are you going to get such 
people out of the rut and get them 
interested in buying some modern elec- 
trical devices? 

Mailing Lists 

One way is to see that you have the 
right person’s name on your mailing 
list in such instances. When it is a 
maid who does the cleaning, why not 
have her name on the list and educate 
her to the value of vacuum cleaning 
methods and get her boosting your 
game? When you want to sell electric 
washing machines and irons, for ex- 
ample, work up a list of domestic ser- 
vants who do the family washing or 
ironing and send out a letter to them 
and mail them advertising that will 
acquaint them with the advantages and 
eficiency of such devices. Codrdinate 
your advertising to servant and mis- 
tress and get them both thinking about 
electrical apparatus at the same time. 

Another type of latent business is 
that in ordinary lighting fixtures. You 
know that if you could go into every 
electrically lighted home in town you 
could point out in most of them ways 
in which they could increase the effici- 
ency of their lighting without adding 
to the meter costs. There is so much 
light wasted in most homes through 
the use of old bulbs, etc., that you 
could show almost any householder 
how to have more satisfactory light at 
less cost. 

It is, however, scarcely practical to 
visit homes like that. So the next best 
thing is to send letters to the heads of 
households. These people want to 
have good light at a minimum cost—the 
demand exists, but it is not active. 
Write them along this line: “You are 
probably wasting light in your home. 
You could have more satisfactory light 
for less money. All that is necessary is 
eficient light bulbs that return full 
candle power for the current used, and 
proper shades and reflectors. Shall we 
send a lighting expert to show you 
where your lighting plan can be im- 
proved? We make no charge for this 
service and you are under no obliga- 
tions to buy a single thing.” 


Extending Service 


_ This service may be extended to 
stores as well as homes. If you have 
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no one in your employ who can qualify 
as an expert on lighting, why not study 
up on the subject yourself? You can 
get books and periodicals, probably 
from your public library, that will give 
you the information you need. It will 
not take you very long studying in your 
spare time to qualify. That means the 
development of a latent ability in your- 
self in order to develop latent business 
among your patrons. You will find it 
highly profitable to learn the rudiments 
at least of efficient lighting. 


And right here I em reminded of the 
possible latent business in what you 
might make a very profitable side line 
—electric signs. Every little while 
some one of your neighboring business 
places swings out a new electric sign 
representing an investment of perhaps 
a hundred or several hundred dollars. 
They buy those signs from some manu- 
facturer who very likely has no local 
representative. If you were to investi- 
gate you would doubtless find that you 
can make arrangements with the manu- 
facturer to represent his line of signs 
and to take orders for them, and even 
to install them. It would be easier for 
the local business man buying a sign 
if he could order from you and give 
it no further thought until the bill was 
presented. As it is, in many instances 
the merchant who wants a sign, after 
ordering, has to receive the sign and 
himself arrange for its installation. 
You could take over this business. And 
by doing so you would discover many 
good prospects for such’ signs among 
men who would not get around to the 
point of buying if deft to themselves 
to decide. : 

Quite naturally, if you sell the signs, 
you are going to be the one to whom 
orders for new parts will come, and 
the purchaser will be a good customer 
along that special line. This will in- 
cline him to give you his business 
along other lines. 


Know Your Line 


In order that the electrical merchan- 
dise man may develop the undeveloped 
demand in his community he must know 
his line thoroughly, and that means 
that he must know more than merely 
his own staple stock. He must know 
the new and hitherto unexploited goods. 
He must see the possibilities of new 
things. And he must study the mar- 
ket, particularly in the advertising 
pages of the trade press to keep in- 
formed on what is new. 

Suppose a new, highly desirable and 
economical dishwasher has appeared 
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on the market, the trade being advised 
of it through a trade paper advertise- 
ment. One dealer reads the advertise- 
ment and sees the opportunity offered 
and goes after the latent dishwasher 
business. He makes a nice thing out 
of it. Another dealer does not hear of 
the apparatus until he sees it displayed 
in the competitor’s window and by that 
time he is too late to get the cream of 
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the trade. It is very important that the 
market be closely watched for what is 
new, for almost every day something 
new in electrical devices appears. 
Much undeveloped business, remains 
undeveloped because it seems to be too 
little to be worth bothering with. We 
don’t like to bother with the odds and 
ends of business and we do not look 
far enough ahead to see what the de- 
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velopments may be. It pays well to 
build for the future and part of that 
building is looking after the little bits 
of business of today. People who are 
scant users of current today may to- 
morrow become large users, and gen- 
erous buyers of equipment. Keep 
looking for ways in which to develop 
small users into large users by show- 
ing them new ways of use. 


Lamp Maintenance 


By REGINALD TRAUTSCHOLD, M. E. 


Some Arguments to be Used in Getting Lamp and Lamp Maintenance 
Business Suggested by Expert of Society for Electrical Development 


[NOTE.—tThis article is written as 
though Mr. Trautschold were talking 4:- 
rectly to the consumer. The language or 
variations of it with the facts and figures, 
electragists can adopt to suit their purpose 
and pass on to the consumer in order to 
make him see the importance of Lamp 
Maintenance and incidentally hand elec- 
tragists the business.—The Editor. ] 


If the intensity of illumination is 
allowed to deteriorate, the installation 
of even the most satisfactory lighting 
system will lose a large share of its 
value. To guard against such waste, 
both in regard to the original installa- 
tion cost and the loss of lamp efficiency, 
proper attention must be given to lamp 
maintenance. 

Proper lighting means efficient dis- 
tribution of light; the 
many causes of bad lighting such as 


avoidance of 


bare lamps, miscellaneous local lights 
dangling on drop cords, units too far 
apart or too low, ete.; and an increase 
in the intensity of illumination. 
Efficient ; and avoidance 
of causes of bad lighting are now, for 
the greater part, taken care of at the 
time of installation. But they are both 
useless unless the aftermath or lamp 
maintenance is strenuously practiced. 
It is, therefore, the important third part 
of adequate lighting or lamp main- 
tenance which we want to emphasize. 
When it is realized that insistence 
upon adequate lighting in industrial 


distribution 


plants has repeatedly brought, about 


such economies as 10 percent more out- 
put, 25 percent less spoilage, 26 per- 
cent fewer accidents, 25 percent better 
workmanship, and much less sickness 
and decreased labor turnover, you can 
appreciate what an important factor 
lamp maintenance is. 


Clean Fixtures Essential 


lamp maintenance is concerned not 
only with the replacement of old black- 


ened bulbs with new ones but is also 
concerned with the consistent removal 
of all dust and ditt from lamps, reflec- 
tors, shades and from anything which 
retards passing of light rays, keeping 
the circuit voltage up to par, and the 
cleaning and brightening up of all 
walls and ceiling surfaces. 


Install New Lamps 


Efficient as our modern incandescent 
lamps may be, they deteriorate in time 
and will burn out. We urgently rec- 
ommend that as soon as the lamp 
shows signs of loss of incandescence, a 
new lamp be installed. This is recog- 
nized to be cf the utmost importance. 

Next in importance comes the con- 
sistent cleaning of lamps and of reflect- 
ors. Light rays are easily interrupted 
and deflected. Any dust or dirt on lamp 
bulbs or on the reflecting surfaces of 
reflectors presents an unsurmountable 
obstruction to rays of light. Therefore 
lamps and reflectors should be kept 
clean. 

A drop in circuit voltage is a very 
serious matter in the loss of lamp effi- 
ciency. For example, a 2-volt drop in 
a 110-volt circuit entails a loss in lamp 
efficiency of over 5 percent, a 5-volt 
drop a loss of 15 percent, and so on. 
Multiplying your voltage drop on a 
110-volt circuit by 3 indicates, if it does 
not actually measure, the percentage of 
loss in lamp efficiency. 


Bright Walls Necessary 

Cleaning and brightening up walls 
and ceiling surfaces whenever they 
show the slightest sign of dinginess is a 
highly necessary step to be taken in 
with lamp maintenance. 
Attention to these frequently disre- 
garded details pays and. pays well 
The cases of three ordinary office light- 
ing installations can be given as exam- 


connection 


ples—each installation was eminently 
satisfactory when made. 

In the first case, occasional main- 
tenance was practiced, with the result 
that inspection proved that the illum- 
ination was less than one-third of what 
it should.have been. The lamps and 
reflectors were then carefully washed 
and an increase of 37 percent in inten- 
sity of illumination resulted. Adjust- 
ment of lamp and circuit voltages was 
made and an increase of 38 percent 
in intensity of illumination was se- 
cured. In refinishing the walls and 
ceilings 40 percent more. 

In the second case, no maintenance 
had been exercised at all, and the 
intensity of illumination had decreased 
to a little more than one-fourth of what 
it was originally. A replacement of 
lamps in the lighting fixtures increased 
the illumination 80 percent, and a care- 
ful cleaning of lighting units added an 
improvement of another 90 percent. 

In a third case, the lighting system 
was cared for periodically but only at 
long intervals. The cleaning of the 
reflectors raised the illumination 23 
percent—cleaning the walls and ceil- 
ings added another 25 percent. 


Adopt Recommendations 


Although these records are taken 
from office lighting installations, they 
emphasize the necessity of lamp main- 
tenance in every kind of lighting 
equipment—especially is it true in 
industrial plants. Lighting today is 
about the cheapest service obtainable, 
but why pay two, three or more times 
as much per unit intensity, utilized than 
is necessary? The benefit of modern 
lighting cannot be fully realized unless 
adequate lamp maintenance is _prac- 
ticed, and you will hardly believe the 
truth of the statements until you actu- 
ally try our recommendations. 
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Must Depend on Electragists 

So Says John B. Reynolds of Indianapolis 

in His Address of Welcome to Indiana 
State Association 


In extending welcome to the mem- 
bers of the Indiana State Association 
of Electrical Contractors and Dealers 
at their meeting on October 5 in In- 
dianapolis, John B. Reynolds, general 
secretary of the Indianapolis Chamber 
of Commerce, said in part: 

Business meetings of this sort are 
very valuable. The mere getting to- 
gether to discuss mutual problems is a 
fine indication that the old era of dis- 
trust and dislike for competitors is 
rapidly passing. What men or group 
of men can be suspicious of each other 
when they become acquainted? Most 
human beings are built along lines of 
decency and try in general to follow 
the golden rule. The more gold in the 
rule, the more in the purse. 

Present day business has been going 
through experiences that try the soul, 
but like other trials there is something 
of good to be found in the recent try- 
ing months. We were too fat and satis- 
fied and a lot of our money came too 
easy. I am too fat and very much 
dissatisfied about that and as for my 
money, the only way I can describe 
it as easy is the way it has of getting 
away from me. But, seriously, the 
firms which have been able to carry 
on through the lean months, have 


learned wonderful lessons of efficiency 


and economy—lessons which will serve 
us in good stead in the better days to 
come. That days are better for you 
gentlemen must be recognized. Build- 
ing and construction of various sorts 
is on the increase and the use of labor 
saving electrical devices has become so 
ingrained in the office, shop and home, 
that we will more and more depend on 
the service and the devices you sell. 


Prayer of Thanks 

My work brings me into daily con- 
tact with many men who travel over 
wide stretches of other lands. Recent- 
ly several citizens of Indianapolis, 
our delegates to the London Conference 
of the International Chamber of Com- 
merce, returned after a long stay and 
extended travel abroad. One of these, 
by the way, was a woman. In speak- 
ing of conditions abroad, a business 
man remarked that he had growled 
from time to time about conditions 
since the Armistice, but that from now 
on when he was tempted he would 
merely think of what he saw in Europe 
and say a prayer of thanks that he lived 
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in the United States, which, by com- 
parison, had hardly been touched. 
They of our recent Allies cannot buy 
with their sadly depleted currency and 
as a consequence, the foreign trade of 
the United States is badly upset. It 
behooves us to adopt an international 
point of view if we want to attain the 
place where our surplus of manufac- 
tured products can be absorbed abroad. 
It is well enough to say not to mix in 
affairs of other nations. We have 
mixed too much and have lent too much 
money for us to attempt to draw back. 
The world needs our stabilizing influ- 
ence and is hungry for our products. 
We must make it possible for other na- 
tions to have time enough in which to 
catch their breath. Long time and easy 
credits would do much to accomplish 
this result. Our representatives in 
Washington should be told that we want 
far-sighted legislation that will help to 
open again the markets of the world 
to our goods. 

Another important factor in our re- 
turn to normal is that of excessive la- 
bor costs. I do not speak of high 
wages particularly, but of restrictions 
and underproduction. The president 
of a local railroad tells me that wages 
have been increased 128% over the 
prewar rate. The men are voting now 
as to whether or not they will strike 
because of a reduction—think of it— 
of 12%. According to shop rules, six 
men are required to do the work easily 
done by one until the rules made this 
impossible. This example could be re- 
peated over and over again, but we all 
know well enough what conditions are. 
The railroads are great buyers of pro- 
ducts of a widespread variety and every 
effort should be extended to place them 
in a position where they can resume 
improvements, replacements and exten- 
sions. All business would receive an 
impetus. 

I am reminded, in connection with 
the jolt which business has had, of the 
two friends who drank a considerable 
amount of Peruna or white mule in 
their hotel room. One of them started 
down the hall, looking into the rooms 
not locked. On reaching the elevator 
shaft, he opened the door and fell down 
about three floors. In a short time his 
maudlin friend came along the same 
route in search of him. When he got 
to the open elevator shaft he called 
down to his friend, inquiring what he 
was doing down there. To this he got 
the reply, “If you are coming down 
here, look out for that first step, she’s 
a bird.” No real harm had been done. 
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The same thing applies, I think to busi- 
ness which was drunk with order tak- 
ing and easy sales. When the ache is 
completely gone we will find the head 
as good as ever. 


Outlook Demands Optimism 
Questionnaire by Society for Electrical 
Development Shows Unlimited Market 
for Appliances 


Pessimism is in men’s blood. Opti- 
mism is in the air—if you will breathe 
it. Manufacturers and dealers gen- 
erally have exaggerated in their minds 
the dearth of a market for appliances. 
Their argument has been that little new 
building is being done and that few old 
houses are being wired. 

The Society sent out a questionnaire 
to about 1,000 central stations recently, 
asking: 

1. Population reached by com- 
pany lines. 
2. Number of wired homes. 
3. Net number of wired homes 
added 1919. 
4. Net number of wired homes 
added 1920. 
5. Net number of wired homes 
added first six months,. 
1921. 


To date (October 1), 386 replies 
with data have been received. Of these 
369 or 95% include figures for the 
first six months of 1921. In 138 cases 
or 37%, the rate of increase for 1921 
is higher than for 1920; and in 58 
other cases, while not equal to 1920 
record, the number is higher than for 
1919. Only 3 replies showed a loss 
in number of residence customers. 

The net increase shown in wired 
homes. in six months of 1921 is 
227.858 or at the rate of 455,716 for 
the present year and this for only 369 
companies. 

These figures are from all parts of 
the country and represent territory 
reached by central station service with 
a population of about 32,000,000 or 
one-half of the total reached by all 
service lines in the United States. 

Is present depression not a state of 
mind rather than a fact? These figures 
certainly indicate that there is plenty 
of opportunity for business if you will 
go after it. 





HEN you want information 

or data write the National 

Office. It is maintained for your 
use. 
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Miscellaneous Items—Continued 


It is generally considered that no very 
unusual qualities are required for the 
successful execution of an electrical 
contract where complete working plans 
and specifications are furnished in ad- 
vance by engineer or architect, and 
where the electrical contractor merely 
follows instructions, and his sole task 
is to do a good piece of electrical con- 
struction work. 

The type of electrical installation re- 
ferred to here requires a minimum of 
creative thinking on the part of the 
contractor and presupposes that all the 
necessary brain work to conceive of the 
proper engineering planning is to be 
done by others. This type of contract 
usually provides and stipulates in its 
preamble that certain apparatus, equip- 
ment and other things will be provided 


by the owner or others, and thus leaves 
a minimum of very simple work to be 
performed by the electrical contractor 


under this form of contract. This 
residuum of work is usually very thor- 
oughly laid out for the contractor by 
plans and specifications, he is required 
to submit samples of material, and is 
bound by various restrictions and guar- 
antees and is told to do the job. 

Many contractors are well content 
with this situation, and seek only to 
obtain such work, doing as they are 
told, and not attempting to ask for a 
larger share in the planning or execu- 
tion of the enterprise. 

This class of work, and this method 
of operations means that the contractor 
can handle his work with a very small 
overhead organization. In this respect 
this method makes its chief claim to 
notice and merit and economy of opera- 
tion. It presupposes, however, that the 
architect and engineer or others plan- 
ning the operation supply all the wis- 
dom and foresight necessary to the most 
successful performance, and also that 
the most advantageous choice and pur- 
chase of apparatus and equipment can 
be made by others, and that no contri- 
bution to the situation along these lines 


is required or solicited on the part of 
the electrical contractor. The electrical 
contractor is thus reduced to a lowly 
rank and is merely required to do a 
good artisan’s job. 

There may be a number of contract- 
ors who are entirely satisfied with this 
state of affairs. There are, however, a 
number of others who are not. There 
have been many developments in the 
art of electrical construction and the 
last word in these developments has by 
no means been spoken. If further ad- 
vances are to be made all those having 
contributions to make should be en- 
couraged, and not held back. 

With a view to stimulating this fur- 
ther advancement an effort has been 
made in these articles to set forth from 
time to time avenues of development 
which may be profitably followed in 
the pursuit of this goal. 

Some architects and consulting engi- 
neers, recognizing the latent abilities 
of the electrical contractor, endeavor to 
write their specifications in such a way 
as to indicate the ends to be accom- 
plished rather than the exact ways and 
means of performing each step of the 
operation. This opens to the contractor 
the opportunity of making his maxi- 
mum contribution toward the solving 
of specific construction problems and 
invites him to submit all the products 
of his ingenuity and _ resourcefulness 
which he may have to offer. 


The engineer profits by this inter- 
change of ideas as much if not more 
than the contractor. The clever con- 
tractor secures the contract and the en- 
gineer absorbs further ideas which he 
benefits by in writing his next specifi- 
cation for a similar piece of work. 

In previous issues a number of new 
and unusual ways of handling certain 
phases of electrical installation work 
have been pointed out. The factors af- 
fecting the choice of apparatus and 
electrical equipments, (items not usual- 
ly included in the electrical contract 
proper) have also been brought out to 
some extent. And it would seem, that 
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if the electrical contractor is to ex- 
tend his sphere, he must take firm hold 
of all such opportunities and not merely 
travel along in the beaten and charted 
course. 

There is abundant evidence that the 
exact status of the electrical contractor 
of the present day is an unknown quan- 
tity. Various societies and organiza- 
tions have been formed to promote the 
interests of the contractor and some of 
these have only enjoyed a short life, 
while others still continue. For ex- 
ample besides the National Association 
we have or have had, the Society for 
Electrical Development, open price in- 
stitutes, estimators’ clubs, the building 
congress, electric clubs and many 
others. 

The men in the industry are evident- 
ly groping, and groping in many cases 
blindly and probably too often seek- 
ing in the formation of these various 
organizations peculiar advantages for 
themselves of a temporary nature, 
rather than the ultimate good.  Cer- 
tainly the ideal of service has not been 
the strong moving spirit of these efforts 
that it should be if these group activi- 
ties are to have a healthy, wholesome 
and enduring influence. 


There has been too much of a scram- 
ble for inside advantages and privi- 
leged rights. This, of course is not 
peculiar to the electrical industry alone. 
This pernicious spirit pervades every 
other industry, also labor ranks, and 
even nations. Scheming to obtain some- 
thing for nothing, or at least a return 
out of all proportion to the real value 
of service rendered. 

At the present time we hear a great 
deal about the foreign exchange prob- 
lems and various ways are suggested 
for stabilizing this exchange. We hear 
a good deal of talk about the whole 
world combining against the United 
States commercially, and we are fool- 
ishly trying to set up artificial barriers 
to protect our industries and trade. In 
other words we are complaining about 
the disadvantage to us of the state of 
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foreign exchange, and at the same time 
are doing our utmost to make it as dif- 
ficult as possible for foreign exchange 
to improve. 

But nations are slowly finding out 
that the injury to one nation is an in- 
jury to all, not an advantage to some, 
except possibly in some cases of a very 
temporary nature. Individuals and 
even electrical contractors will also find 
this out in time in respect to their re- 
lations with each other. And we have 
a foreign exchange problem right at 
home. Half of our population still 
lives on the land while the other half 
lives in the towns. The land half has 
already taken much lower wages and 
return for its services and the other half 
hasn’t. The result is that one-half 
can’t buy from the other half, and trade 
is blocked. 

In the foreign exchange market sell- 
ing foreign goods in the American mar- 
ket is difficult and yet only with goods 
can the foreign countries pay us and 
gradually improve their rate of ex- 
change. 

Similarly, only by reducing prices 
can we gradually restore our intra- 
state and inter-state trade. Those who 
work on the land have now reduced 
their wages to figures comparable with 
pre-war times, while our city and town 
workers are still in many cases receiv- 
ing wages almost double those of pre- 
war time. Attempts to reduce wages in 
the towns have frequently resulted in 
strikes on the part of the workers, while 
efforts to keep up the prices of manu- 
factured articles result in a buyers’ 
strike on the part of those who work 
on the land. Consequently we have a 
tie up of our normal trade. 

In the building trades this question 
of wage adjustment is very important 
for the reason that for every man em- 
ployed on a building operation four 
men are at work somewhere else pre- 
paring his material for him. Therefore 
when we think of the unemployment 
situation we see that the building trades 
play a very important role in the gen- 
eral situation and active steps should 
be taken to let as much building go 
ahead as possible. The building ma- 
terial market has eased off a good deal 
and if we could only straighten out the 
labor situation there is little doubt but 
what a good many building projects 
now held up would be released. 

The country taken as a_ whole, is 
ready and willing to furnish relief for 
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the unemployed but only in proportion 
to its ability to pay, and which is not 
in accord with the demands of certain 
labor leaders. 

Of course in the matter of lowering 
tariff barriers or domestic wages we can 
not wholly overlook the need of build- 
ing reserves against possible future 
wars or future wants and the desire to 
gradually increase our standard of 
living. 

This is certainly a time when elec- 
trical contractors should do their ut- 
most to reduce the cost of electrical in- 
stallations by the institution of every 
economy of operation possible. 

It is also a time when new develop- 
ments can be profitably considered. 
That is, during periods of slack busi- 
ness there is sufficient time to give real 
thought to matters that have been 
troubling the industry and which are 
usually put in a secondary place on 

ccount of pressure of business. 

One of these matters is the 660 watt 
ruling in the Code, for example. It 
has been felt for a long time that this 
rule did not adequately protect wiring 
installations on the one hand, and on 
the other hand a strict interpretation 
and enforcement of the rule often in- 
troduces additional expense in the wir- 
ing installation which it would seem 
should be avoided. 

An interesting innovation is about to 
be tried out in one of our New York 
building projects, now in process of 
construction, which may have an im- 
portant bearing on this subject. 

This building operation consists of 
multi-family dwellings containing a to- 
tal of 80 apartments. Inspection au- 
thorities in New York City have taken 
the stand that base receptacles located 
in dining rooms and kitchens shall be 
rated at 500 watts each. This means 
that if there are two such receptacles 
in the dwelling quarters, and if the 660 
watt ruling is to be strictly observed 
that there remains only 160 watts as a 
balance on each circuit to take care of 
regular lighting outlets and other base 
receptacles. 

The inspection authorities recognize 
full well, of course, that after they have 
approved an installation both as to wir- 
ing and fixtures that there is nothing to 
prevent the tenant from connecting 
electric devices consuming 500 watts or 
more to any fixture in the house. These 
authorities, however, have no_ estab- 
lished ruling to guide them other than 
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this 660 watt rule and the number of 
outlets allowed per circuit. 

It seems somewhat foolish to be ultra 
strict on the initial installation in the 
matter of interpretation of rules and 
then to go away and be almost blind as 
to what may happen afterwards. 

Recognizing this curious situation, 
one of our New York contractors has 
sought permission of the inspection au- 
thorities to connect 12 completed out- 
lets to a single branch circuit. By 
completed outlet is meant that an ap- 
proved wiring device is to be connected 
to the wiring and fastened to the outlet 
box at each outlet location whether 
wall or ceiling. The fixtures are to be 
so arranged that they will attach to these 
fittings by means of plug contacts and 
screw fittings which in the case of the 
ceiling outlets communicate the entire 
weight of the fixture to the outlet box 
and its fastenings. 

Permission has been granted to this 
contractor to make such installation, 
stipulating that the fuses installed in 
the branch circuit shall not exceed 10 
amperes. 

This arrangement does not attempt to 
solve the problem of what may happen 
after the initial installation is made and 
approved, but it does make sure that 
the electric current shall flow through 
the original wiring and leave same to 
future attachments via established, rug- 
ged and suitable wiring devices and 
thereafter depend on the fuse to secure 
the proper protection. 

Incidentally, of course, this arrange- 
ment gives the tenant an opportunity to 
rearrange fixtures and to treat same in 
much the same category as furniture. 
Inasmuch as the tenant will probably 
monkey with the wiring attachments to 
some extent anyway, why not make the 
backbone of his wiring installation at 
any rate a substantial affair and divorce 
it from the extraneous attachments that 
he may choose to employ. 

This installation makes an attempt to 
approach a solution of the problem in 
this manner. 


Sweat Instead of Swear 

Swearing destroys mental energy 
which otherwise could be used in solv- 
ing the perplexing problems which pro- 
voke it. Swearing is not a sign of man- 
ly vigor, but the Lack of manly self- 
control. It produces nothing but waste 
—it destroys when SWEATING would pro- 
duce. 











CODE CHATS 


By Husert S. Wynkoop, M. E. 


Monthly Discussion of National Electrical 
Code Practices by Well Known Author- 
ity in Charge of Electrical Inspection, 
City of New York 


A Discrepancy 

A Missourian, who has gone into the 
electrical contracting business, wants to 
know why a 3” conduit is required for 
four 200,000 c. m. cables, while a 24” 
conduit is accepted for four No. 4/0 
cables—the point being that the 200,000 
c. m. cable has a smaller cross-sectional 


area than the No. 4/0. The table on 
page 76 of the Code does not conform 
to the suggestion that the total area of 
conductors (plus insulation) should not 
exceed 40 percent of the area of the 
conduit; nor is the formula actually 
used in developing the table apparent. 
Probably this is one of those discrep- 
ancies which not infrequently develops 
in a tabulation at the point where the 
the items changes. 
Here, if we follow the general policy 
of giving the contractor the advantage 
it would 
seem proper to accept a 214” conduit 
for the smaller cables when the Code 
actually authorizes it for the larger. 


nomenclature of 


where requirements conflict, 


One Swallow: Not a Summer 

An inspector was seated in his apart- 
ment when a key socket started to break 
(Whether he was using a 600 
watt grill, deponent sayeth not.) No 
means were available for cutting off 
current, short of the basement, where 


down. 


the particular service switch would have 
to be selected from a large number. The 
fuse blew and closed the incident; but 
the inspector filed a recommendation 
to the effect that a main switch should 
thereafter be required in each apart- 
ment! Investigation failed to develop 
any sufficient ground for approving the 
The fuse usually 
functions properly, and, where it does 
not, there is no assurance that some- 
one would be on hand at the critical 
moment to operate the switch. 


recommendation. 


The moral of this story is, that swift 
decisions based on isolated cases should 
be avoided; otherwise the industry will 
become burdened with additional re- 
quirements which cannot be justified by 
a corresponding increase in safety to 
persons or property. 
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Wooden Raceways 

I used to be asked why we didn’t in- 
sist more strongly upon the require- 
ment that wooden raceways “must have, 
both inside and outside, at least two 
coats of waterproof material, or be im- 
pregnated with a moisture repellant.” 
There always has been a serious non- 
uniformity in the enforcement of this 
requirement throughout the country; 
and this is especially to be regretted, 
as laxity of inspection on one point en- 
courages the slighting of other rules. 
The prohibition of wooden raceways in 
this territory some ten years ago re- 
lieved us of the subject, which had been 
embarrassing us a great deal owing to 
the continual effort to “get by” with 
wood daubed with what seemed to be a 
thin coat of kalsomine. 

Incidentally, wooden moulding prop- 
erly treated as required is probably a 
very satisfactory method of wiring in 
small communities. It provides a mois- 
ture-repellant inclosure protecting the 
wires from disturbance, and is thus dif- 
ferentiated from wires laid on or tacked 
to woodwork. 


Secondary Panels in Transformer 
Vaults 

The vault is supposed to be locked, 
and accessible only to an authorized 
representative of the lighting company. 
Nowadays, when so many large estab- 
leshments buy primary power and own 
and operate their own transformers, the 
chief engineer of the plant also has a 
key. Under these circumstances, it does 
not seem proper to permit the second- 
ary panel to be placed in the vault; 
for, either the door will be left un- 
locked so that anyone may enter, or 
the panel will be inaccessible to those 
who may have occasion to operate it. 
Some years ago one of our lighting 
companies adopted the interesting plan 
of building a slate insert into the vault 
wall, the slate itself forming the wall 
and carrying switches, fuses, etc., on its 
face, while the connections were in the 
rear and consequently inside the vault. 


Moving Picture Films 
One has to tread softly in enforcing, 
as an electrical matter, Code require- 
ments for booths and rewinding rooms. 
In many localities the building and 
fire departments have jurisdiction, 
jointly with the electrical bureau and 
the fire underwriters. The truth of the 
matter is, that the film apart from the 
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machine, has no electrical affiliations, 
and comes under the control of what- 
ever authority has jurisdiction over 
benzine, fireworks and blasting powder. 
This does not mean that the electrical 
inspector should not attempt to force 
compliance with all Code requirements 
concerning moving picture machines, 
but rather that he should be clearly in- 
formed as to the relative rights and 
duties of other inspectors whom he may 
encounter on the job. Where no other 
authority than electrical inspection 
exists to intervene, or is not on the job, 
the electrical inspector is free to go the 
limit in enforcing the Code. 


Signs and Fixtures 

How to proceed in inspecting signs 
and fixtures is a subject always com- 
ing up for inspection. Where these 
bear factory labels, the inspector need 
have no doubts; but there are so many 
outlaw manufacturers of these devices 
who can thrive only so long as they 
can scamp their work that there is a 
fully justified inclination on the part 
of the inspector to require the opening 
up of the sign and entire disassembling 
of the fixture. We have been able to 
handle the sign situation by requiring 
that an unlabeled box sign shall not be 
completely closed in prior to inspection 
on the job; but with fixtures it has been 
necessary to content ourselves by un- 
soldering a sample, by which all fix- 
tures of that type on the job should be 
judged. 


Moving Picture Booth Not a Center 
of Distribution 

A booth should not contain the cen- 
tre of distribution, because the oper- 
ator’s attention may be diverted by an 
attendant throwing switches or replac- 
ing fuses, or because a breakdown on 
the panel may introduce an unneces- 
sary hazard into a delicate situation. It 
is a safe rule to permit in the booth 
only so much electrical equipment as 
the proper operation of the machines 
requires. And yet, it is important that 
the operator should have control of 
enough of the general lighting to en- 
able him to flash on the house lights 
in an emergency and thus avert or allay 
a panic. The manager also should have 
control of some of these lights. In some 
of our smaller “one circuit” houses 
we have had long and satisfactory ex- 
perience with 3- way switch control, one 
switch in the booth and the other on the 
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main floor at the front of the house. In 
several of our most recent moving pic- 
ture establishments we have allowed the 
operator to have dimmer control of the 
house lighting, the handles in the booth 
and the dimmers in an adjoining fire- 
proof compartment. One has to be on 
the alert, however, to thwart any at- 
tempt, in a vaudeville house, to ar- 
range the layout so that the operator can 
be made to serve as a stage electrician. 
With the single exception of house 
lighting, as mentioned above, the oper- 
ator’s attention should be confined to 
his own job. 


Fixtures for the Future 


Rien By Ben TousLey 


Now that it has been announced that 
the final details of standardization of 
Elexit devices have been completed and 
that they will be manufactured by a 
number of competitive wiring device 
manufacturers, the interest of the con- 
tractor-dealers accepting the device as 
an accomplished fact seems to have 
completely boxed the compass and re- 
turned to the question of what is ex- 
pected of them and what new tricks 
they have to learn in order to install 
an Elexit. 
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Fig, 1 
There seems to have been a precon- 
ceived notion that the installation of 
Elexits would bring about a change in 
the present practice of wiring an elec- 
tric outlet. This fortunately is not true, 
however, and the contractor even with 
Elexits in general use will continue to 
wire an outlet as under the present ar- 
rangement. The only difference being 
that instead of leaving the outlet un- 
finished an Elexit receptacle will be 
mounted in the box and the whole job 
finished with a neat flush plate making 
every outlet so finished permanently 
modern. 

The illustrations which accompany 
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this article show the simple methods 
of installing an Elexit in the ceiling 
or side wall and it is a fact that the 
installation of Elexits is so simple that 
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it is only necessary for the contractor 
to observe a few ordinary requirements 
in the wiring of buildings, as shown by 
the sketches, to be able to install Elexit 
receptacles in the most satisfactory 
manner either before or after the build- 
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Fig. 3 


ing is finished, and without requiring 
special fittings disturbing the custom- 
ary provisions for the attaching of 
lighting fixtures. 

Figures 1 and 2 show the installa- 
tion of an Elexit ceiling receptacle in 
two typical cases where the end of the 
fixture stud is at varying distances from 
the ceiling level. The illustrations 3, 
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4, and 5 relate to sidewall conditions 
and portray two methods of attaching 
an Elexit receptacle to the box. Fig- 
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ure 5 being a modification of Figure 
4, and intended to furnish a compari- 
son between the two types of side wall 
finishing plates, one of which is excep- 
tionally narrow. 

Elexits have been designed not only 
to be sources of light but also to be 
convenient outlets into which any de- 
vice equipped with a standard attach- 
ment plug can be plugged, and because 
of this multiple service rendered by 
Elexits it has been estimated by many 
well informed persons that these de- 
vices will increase the number of side 
wall lighting outlets three or fourfold. 

The opportunities offered by this 
new development will be grasped by 
the farseeing contractor-dealers who are 
planning 1922 with Elexits in mind. It 
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is such contractors and dealers who 
anticipate the future, so plainly writ- 
ten, that will reap the greatest benefits 
when building shortly becomes normal. 


Making a Goat of the Repair 
Department 
By RicHARD NEWBECKER 


How Proper Credit to This Branch of Your 
Business Will Earn You Money 


H. I. Volt, the president of the lead- 
ing electrical store in the city, had just 
arrived at his office when the telephone 
rang. It was a good customer of the 
firm, who had bought some fixtures sev- 
eral weeks before. His speech was 
abrupt and his voice none too pleasant, 
as he demanded an explanation of why 
his fixtures had not yet been installed. 
The receiver went up with a bang. 

Mr. Volt had remarked that his re- 
pair department certainly got his goat, 
but he couldn’t understand how this 
particular job had been overlooked. He 
determined at once to get at the bottom 
of this and several other simiilar com- 
plaints, and rang for the office boy tell- 
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ing him to get Mr. Watt, who was in 
charge of the repair department. 

“Watt, how many men constitute our 
repair and 
asked the president. 

“We have five now, Mr. Volt—we had 
six up to Saturday, but Shocker quit,” 
said Watt. 

“Five, eh? 


fixture hanging crew?” 


”, replied the president, 
“and we had six up to Saturday. Well, 
with six men to take care of this work, 
why in blazes can’t we get those fix- 
tures hung for our customers? Some- 
thing has just got to be done about that 
repair department—it is costing us 
money every year. Why is it?” 

“Well,” replied Watt, “the boys don’t 
loaf on any of those jobs; they are on 
the go all the time.” 

“What did the repair department 
take in last year?” 

“About $16,000.” 

“$16,000—well there you are. If six 
men can’t bring in more than sixteen 
thousand dollars in a year, something 
is entirely wrong.” 

“Mr. Volt, I kept very close track of 
what the men did every day and I have 
it here in my book. We charge from 
two to four dollars for hanging a fix- 
ture that has been bought outside. The 
cash receipts of the repair department 
were $16,000, but the men did 5,427 
free hanging fixtures jobs which had 
been promised by the sales department. 
I kept very close track of those jobs 
and entered them in my book at just 
half of what we regularly charge an out- 
sider for the same work. 

“So figuring all the jobs done at the 
low rate of two dollars, the repair de- 
partment should be credited with $10,- 
854 more. Now, Mr. Volt, if those free 
hangings of fixtures had been charged 
at the usual rate to outsiders, the total 
would have been over $15,000 more. 
And that isn’t all. I have kept track 
of all the sales the repairmen are di- 
rectly responsible for, and I find that 
nearly twenty thousand dollars’ worth 
of new work was brought in last year 
by them.” 

The president finally dismissed the 
repair department foreman with the 
promise of taking the matter up with 
him later. 

It had never before occurred to this 
dealer that therepair department was be- 
ing made the goat of the entire establish- 
ment, while other incidental expenses 
such as advertising, etc., where charged 
to the The time ex- 
pended by the repair department in 


cost of selling. 
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hanging fixtures had never been charged 
against the sales department. In other 
words, the salaries paid the repairmen 
were charged to the repair department, 
while the only credit the department got 
was in the amount of new work that 
was brought in. 


Analyze Your Business 


Of course, at the end of the year it 
makes very little difference whether the 
repair department or some other de- 
partment gets credit for the sales. But 
no dealer can get the most out of his 
business unless he analyzes it, and he 
can’t analyze it unless he knows exactly 
how his expenses are distributed. The 
prime reason why so many electrical 
dealers have not made more money, is 
because they have never been acquainted 
with these details well enough to dis- 
cover where to plug to stop the leaks 
which they knew existed somewhere. 

If the repair department is put on a 
real business basis, and its services sold 
and not given away, it will make a big 
difference at the end of the year and 
will show what this department can 
really accomplish. Why not put the 
same business methods and pep into 
your repair department that you put 
into the sales department? How long 
would it take to break the spirit of any 
sales department if you charged it with 
the expense of the purchasing depart- 
ment? 

Now this is not written with the in- 
tention of justifying the repair depart- 
ment, nor to excuse them for any of 
their shortcomings, but to make several 
thousand electrical dealers do some 
real thinking on this subject and per- 
haps improve their business by giving 


due credit to the repair department. Of 


course, it must not be thought that deal- 
ers can make a quick fortune out of 
thus crediting the repair or, maintain- 
ence department. But it should be real- 
ized that the repair department is a de- 
partment engaged in the business of sell- 
ing service at a fair price, and the hang- 
ing of fixtures plays an important part 
in the scheme of electrical merchandis- 
ing and in creating a demand for elec- 
trical supplies. 

Give 


chance. 


your repair department a 
Remember that your good will 
as a dealer depends largely upon what 
your customers think of the merchan- 
dise you have sold them. If you must 
make free hangings of fixtures, all 
right, but do not fail to give your re- 
nair department proper credit. 
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Automatic Time Switch 

The small self-starting synchoronus 
motor has recently been put to a new 
use in operating an automatic time 
switch recently developed by the Gen- 
eral Electric Company. The switch is 
designed for use in automatically turn- 
ing on and off the lights which illum- 
inate advertising boards, signs, show 
windows, or for any of the numerous 
applications of an automatic time 
switch. It is intended primarily for 
use on alternating current circuits the 
frequency of which is maintained at a 
constant average value by means of a 
Warren master clock. 

The switch is designed to operate 
twice daily, that is, off and on every 
twenty-four hours, each operation con- 
sisting of two parts or steps, i. e., of 
snapping the switch and of preparing 
it for the next operation. The time 
switch as a whole consists of the syn- 
chronous motor, a dial by which the 
time setting is obtained, a gear train, 
and a double pole, 20 ampere, 250 volt 
G-E snap switch. 

The clock or time recording parts 
of the switch, consists of a revolving 
dial, a minute hand, both driven by the 
synchronous motor. The dial is 
divided into twenty-four main divisions 
representing the hours of the day, and 
is half black to distinguish between the 
hours a. m. and p. m. The actual hour 
of the day is read by means of a sta- 
tionary index finger below and slightly 
to the right of the center of the dial. 
The minutes are indicated by a minute 
hand which makes one revolution every 
hour like the minute hand on a clock. 


Change Branch Managers 

Harry W. Eastwood, who for the 
past four years has had charge of the 
steel mill and crane division of the 
Cutler-Hammer Cleveland branch, has 
been made branch manager, taking the 


place of Lynn B. Timmerman. The 
Cleveland office continues as part of 
the central district, comprising the 
Cleveland, Pittsburgh and Cincinnati 
territory. A. G. Pierce of Pittsburgh 
is district manager and has associated 
with him in addition to Mr. Eastwood, 
R. I. Maujer as branch manager of the 
Cincinnati office and P. S. Jones as 
branch manager of the Pittsburgh of- 
fice. 
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By Ernest A. DENCH 


These Display Suggestions May Help You 
When You Are So Busy During the Holidays 


At Christmas time your store is 
turned upside down. ‘The Christmas 
spirit lurks, or should lurk, from every 
part of the store. This is the one time 
of the year when merchants enter 
wholeheartedly into the spirit of the 
season. It is mighty hard to think up 
new ideas for store exterior and in- 
terior decorations year after year. The 
same applies of course to window dis- 
play and newspaper advertising sugges- 
tions. So to help you at a time when 
every minute counts the following dis- 
play hints are offered for your consid- 
eration: 

Aubaugh’s, Lansing, Mich., fastened 
a huge Santa Claus to the outside cor- 
ner of its store. The figure stood about 
twelve feet from the ground. As the 
figure was surrounded with pine boughs 
it was especially gorgeous in the even- 
ing when illuminated by the twelve 
blue and twelve red electric lamps scat- 
tered throughout the branches. At the 
top of Santa’s head was a large white 
electric light that could be seen from 
a considerable distance. 

The Ville de Paris Store, Los An- 
geles, exhibited a huge Santa Claus, 
fully three times as big as a normal 
human being. This figure was placed 
atop of a large clock that is permanent- 
ly located on the second story corner 
of the building. The figure was made 
of composition, painted with the usual 
red costume, plus white fur trimming, 
cap and black boots. Santa’s hand was 
pointing in the direction of the store 
as a Christmas shopping reminder. 


Season’s Greetings 
Gimbel Brothers, Philadelphia, fol- 
lowed a general decorative scheme for 
all of their window displays. This 


consisted of a large easel in the corner 
of every window. Resting on the easel 


was a large sheet of green cardboard, 
with the greeting: “A Merry Christ- 
mas and a Happy New Year” painted 
on same in red. To the left of the easel 
was a cardboard cut-out of Santa Claus 
with a can of red paint in the left hand. 
The effect was that of Santa painting 
the sign. 

The Vandervoort Hardware and Sup- 
ply Co., Lansing, Mich., trimmed their 
centre window in red and green crepe 
paper. The central exhibit was a bog 
on top of which was a cage of wire net- 
ting with a live owl on the box and 
shaking its head. Above the exhibit the 
following card was placed: 

This Wise Bird Says 
“Do Your Christmas Shopping 
Early” 


As the remainder of the window was 
devoted to a miscellaneous array of 
Christmas gifts, it acted as an excellent 
reminder to spectators. 

Wiley B. Allen, Portland, Ore., 
adorned a show window with a painted 
background, on which three children 


Making Your Store Look Like Christmas 


— 


were shown coming down a stairway. 
Windows at each side were painted 
black with white spots for snow. The 
children were huddled together and all 
carried candles. At the foot of the 
stairway, linking up with the painted 
backdrop, were two lifesize cut-outs of 
heralds blowing their horns on Christ- 
mas morn. Christmas gift suggestions 
formed the theme of the display. 

The Bon Marche, Seattle, spread the 


floor of a window with appropriate 


Christmas gifts. At each rear side was 


a booth decorated with Christmas tree 
trimmings and foliage. Each booth 
was christened with the following sign: 


Christmas Tree Lane 


One of the booths was presided over by 
a wax figure dressed as a salesgirl, 
posed in the attitude of passing over a 
Christmas stocking to a customer. The 
clerk in the other booth was busy 
measuring off ribbon for another cus- 
tomer. Each far corner of the window 
was occupied by a trimmed Christmas 
tree. : : 
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An Attractive Christmas Interior Display 
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An Appealing Christmas Display 
The Eugene Dielzger Co., Los An- 


geles, Calif., floored a Christmas trim 
with black velvet. A tall vase filled 
with holly occupied each rear side and 
center. The center rear vase was 
draped about with old gold silk. On 
pedestals draped with black velvet were 
single gifts. Beside each object was a 


tiny Christmas tree, made by fastening 
together five branches of silver tinsel 
inserted in a tiny red metal ball for the 


base. A fringe of tinsel served as the 
The effect was exactly like a 
forest of tiny Christmas trees. 

The advisability of early Christmas 
shopping can be hammered home via 
the window card route. Here are just 
a few examples: 


roots. 


Shop early while the assort- 
ment is good.—(W. F. Grant 
Co., Newark, N. J.) 

This is the time for first 
choice. Have your Christmas 


gifts laid aside. A small de- 


of Electrical Household Appliances 


posit secures them.—(Her- 
bert’s, New York City.) 

Purchase your holiday pres- 
ents Now. You do not have to 
pay for them until you are 
ready to have them sent home. 
—(McGorly’s, New York 
City.) 

The Crowley Milner Store, Detroit, 
imparted the Christmas atmosphere to 
the main floor of the store by the use 
of novel lanterns. The lanterns, which 
were employed to cover the electric 
lights suspended from the ceiling, were 
made of strips of red tissue paper, 
about twenty-four by six inches, pasted 
to a heavier foundation around the 
edges about two inches wide. The top 
lantern was constructed with eight sides, 
while the middle lantern had six sides 
and the bottom lantern had only four 
sides. The top lantern was provided 
with a larger number of electric light 
bulbs than the others. The effect was 
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further enhanced by large ropes of 
green foriage that were hung over the 
ceiling supports. 


Frequent Featuring of 
Vacuum Cleaner 
By Henry CALVERT 
Electragists May Find These Display Sug- 
gestions Valuable 

The vacuum cleaner is an article that 
can be pushed any time during the year. 
It is true that there are times—Spring 
Cleaning, for example—when an ag- 
gressive sales drive is likely to yield 
exceptionally good results. But an ar- 
ticle like the vacuum cleaner, in use 
every day by the housewife, should 
not be treated as a seasonable article 
and featured only on special occasions. 
It will pay you to put in a display of 
cleaners at frequent intervals. Hete 
are some suggestions: 

The Heath Electric Shop, Los An- 
geles, employed a novel form of win- 
dow display. The floor was covered 
with a rug over which white flour was 
thickly sprinkled. The demonstrator 
so skillfully manipulated the vacuum 
cleaner over the rug that she spelled 
out a one line sentence on the merits 
of the cleaner. She then let the mes- 
sage stand for a few minutes until it 
had impressed the crowds watching her 
at work. After this she sprinkled the 
flour freely over the rug and repeated 
the process. It was only by constant 
practice beforehand that she was able 
to do this clever stunt. 

The Southern California Electric Co., 
Los Angeles, resorted to animation. A 
toy balloon was held up by the air of a 
vacuum cleaner, from which the dust 
bag was removed. Attached to the bal- 
loon was a toy doll of the knockabout 
variety. As the balloon was moved up 
and down by the force of the clearer 
nozzle, the doll assumed some amusing 
attitudes. The remainder of the display 
was occupied by a number of electric 
household appliances. 


Speed Contest 


The Cowain Electric Co., Peterboro, 
Ont., imparted added interest to a win- 
dow demonstration of vacuum cleaners 
by staging a contest in connection with 
it. The main window exhibit consisted 
of a motor driven vacuum cleaner pro- 
pelled at a certain speed known only to 
the manufacturer’s representative who 
was present at the time the exhibit was 
made. Window cards called attention 
to the fact that the regular speed of the 
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sweeper is 1,350 revolutions a minute. 
I: was also explained that the machine 
in the window was being driven at a 
lower speed. Those who went inside 
the store were given a card, on which 
they could record their guess. A prize 
of twenty-five dollars was given to the 
person guessing the correct speed of the 


sweeper. 

To show how simple the vacuum 
cleaner is to operate, the Clements 
Manufacturing Company, Toronto, 


Ont., staged an effective demonstration 
at the Toronto Exhibition. A small 
boy, apparently the son of the manager 
in charge of the booth, was allowed to 
operate a cleaner over a carpet and it 
was surprising the number who stayed 
to watch the energetic youngster at 
work. 

The Northern Electric Co., Toronto, 
desired to show the interior construc- 
tion of a vacuum cleaner so one of the 
machines was placed on top of a box 
in the window. The front of the box 
was removed together with the top, 
while a mirror was placed inside the 
box in a slanting position. This mir- 
ror served to reflect the workings of 
the cleaner to the spectator pausing be- 
for the show window. 


The Home Atmosphere 


The Hoover Vacuum Cleaner store, 
Philadelphia, Pa., covered its rear win- 
dow wall with wall paper suitable for 
a library setting. There was white pic- 
ture moulding along the top with white 
wash boarding around the bottom. The 
middle of the wall was occupied by a 
white mantelpiece with an electric fire 
burning in the grate. Fire irons served 
to enhance the fireplace effect. There 
was a clock on the center of the mantel- 
piece and a mahogany candlestick at 
either side. Three pictures in mahog- 
any frames were hung on the wall. 
One picture was hung above the mantel 
with one on either side of the mantel- 
piece. These pictures showed different 
parts of the vacuum cleaner. At the 
left rear corner was a library table, 
spread with a runner, with lamp, books 
and book ends. 

A woman figure dressed in white 
stood near the table in the act of run- 
ning a vacuum cleaner over the carpet. 
A mechanical device served to work the 
cleaner with a backwards and forwards 
motion. The woman’s arm hung loose- 
ly and merely rested on the handle of 
the cleaner as though working it. Run- 
ning from the back of the cleaner to 
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the inside of a box was the rod that 
supplied the necessary animation. The 
rod was hardly noticeable and the ma- 
chinery was concealed in a box like 
affair, covered with black plush. 

A vacuum cleaner was placed on top 
of the box, surrounded by some of the 
parts. The black plush covered the 
box, falling over the opening where the 
rod came out. The plush fell on the 
rod, partly covering it at one end and 
easily moved back and forth with the 
rod. By watching the device one could 
easily see how it operated. There was 
a wheel in the center of the box with 
another wheel just by the opening. A 
short arm ran from the center wheel 
to the other wheel, this causing the long 
rod to push the cleaner back and forth 
or up and down the carpet. 


Dolling Up Demonstrators 


Showing That a Salesman and a Demon- 
strator Are Two Different Things 


In Paris the chaps who make clothes 
and millinery for women discovered 
some years ago that a salesman and a 
demonstrator are two very different 
things. They originated the idea of the 
mannequin—in other words, an ani- 
mated lay figure—upon which to show 
their wares while the salesman carries 
on the selling work. 

A similar idea was tried with suc- 
cess during a special reception at one 
of the electrical homes in Cleveland. 
Instead of utilizing demonstrators who 
also were saleswomen, several young 

















An Attractive Young Miss in Negligee and 
Boudoir Cap Illustrating How the Royal 
Vibrator is Used in the Home Electric 


















This Soubrette Demonstratrix Points Out 
the Automatic Control of a Sepco Water 
Heater. Located in the Laundry of Cleve- 
land’s Electrical Home 

ladies appropriately dressed for show- 
ing the appliances in service, were 
hired simply as manikins. When the 
small group of visitors. entered on 
of the rooms they paused at the door 
and were treated to a sales talk by the 
salesman in charge while the manikin 
went about her work of using the ap- 
pliance to illustrate and emphasize 
each point made by the speaker. 

Of the young ladies who served as 
manikins one was dressed as the house- 
wife, another as the grown daughter of 
the home in negligee, and the third as 
a maid. These costumes were appro- 
priate to the showing of appliances in 
the living rooms, the bedrooms ané 
bathroom, and the kitchen and laun- 
dry. As the salesman talked to the 
visitors the models approached each 
appliance, illustrated and demoun- 
strated its use, and properly discon- 
nected and put it away. If requested 
by anyone present they demonstrated 
appliances several times, but always 
their work was restricted to “moving 
picture” presentation; they did no talk- 
ing or explaining. 

The underlying idea of this plan is 
twofold—to show the prospective cus- 
tomer how the appliances fit into the 
home life, and to remove the impres- 
sion of ballyhoo from the demonstra- 
tions. Just how far the plan can be 
carried is a question, yet it is certain 
that in the better class of electric shops 
the employment of a manikin in place 
of a demonstrator might prove an at- 
tractive and profitable innovation. 
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Featuring Electric Talking Machine Motor 


Attachment 


By W. B. StTopparp 


Electragists Should Take Advantage of This Quick 
Selling Device to Attract Attention to Other Appliances 


There is a new field opening to elec- 
a field that has been but 


tric dealers 
little exploited and therefore opens 
great possibilities to the man first in the 


field in any locality. I refer to the 
motor attachments for phonographs. 
The talking machine is becoming as 
common an adjunct to the average 
American home as is the auto, and just 
as every motorist wants every new im- 
provement for his machine, so every 
owner of a talking machine is alert to 
possess every new attachment. 

One of the best demonstrations of the 
practicality of the motor attachment was 
given recently by W. J. McCormack of 
Philadelphia. The floor of the windows 
of this firm are only about six inches 
above the street level so the general im- 
pression gained by passersby is that of 
looking into an adjoining room. On 
this occasion the floor was well waxed, 
and several palms were displayed, while 
in the corner stood a phonograph. Soon 
a young man and woman in faultless 
evening dress came into the large win- 
dow. The man adjusted a record upon 
the machine and they began to dance. 
Just as they were in the midst of a series 
of fancy steps and the crowd were stand- 
ing six deep about the window, the mu- 
sic stopped. 

Everybody, the young 
couple, was plainly disgusted. The 
man went over, readjusted the record 
and again the dance was on. A few 
later the machine stopped 
again. (In order to make the compari- 
son more striking a short record was 
purposely chosen for the demonstra- 
tion.) After having adjusted the rec- 
ord three or four times the man picked 
up a card which bore the words: “I’m 
sick and tired of stopping to crank that 
machine. lll fix it.” 
to attach to the machine a little electric 


his 


including 


minutes 


He proceeded 


then whirled 
partner into the dance again. 


motor, and away 


No Stopping 


They danced and danced and the mu- 
sic still continued, until tired out at last 
they both sank down upon a divan at 


one end, and the girl displayed a card: 
“How’s that, folks? Is’t it fine not to 
have to stop in the dance to adjust a 
record. The electric motor attachment 
keeps the record going indefinitely. 
Come in and see it demonstrated, and 
ask us any questions you wish about it.” 
On the floor of the store were several 
phonographs equipped with the motor 
attachments, and every afternoon for 
a week the dancing couple alternately 
danced in the window and demonstrated 
the motor in the store to the large num- 
young people and 
others who not so young. The 
electrical dealer who did not handle 
phonographs could easily arrange with 
a music dealer to stage a joint exhibi- 
tion—the one featuring the talking ma- 
the other the electrical attach- 


ber of interested 
were 


chine, 
ment. 

Another firm that got into the lime- 
light with its electric motors for vi- 
trolas was the Indianapolis Light & 
Heat Co., Indianapolis. The back- 
ground was so striking and impression- 
istic that it caused all who passed to 
pause involuntarily. A large panel of 


grey was framed in deep blue, against 
which was set a large vase of vivid blue 
filled with orange, black and green 
foliage. At either side were different 
types of talking machines fitted up with 
electric motors. . 

Several large cards scattered over the 
floor had each a new record fastened 
to them, while the centre card had a 
small motor with the words: “Don’t 
bother to wind the record each time— 
an electric motor will keep it playing 
as long as you wish.” In order to bring 
their motor to the attention of the pub- 
lic they offered a phonograph with an 
clectric attachment for any dance, de- 
livering and calling for the machine 
free of charge. This offer held good 
for the three winter months, the only 
stipulation being that a card be dis- 
played advising: 

Note the convenience of the 
Electric Motor 
Machine and attachment fur- 
nished through the courtesy 
of the 
Indianapolis Light and Heat Co. 





Window Display of Indianapolis Light and Heat Company 
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Scores, of clubs and societies availed 
themselves of this offer during the sea- 
son, and much advantageous publicity 
was given to the device—so much so 
that when the free machine offer was 
withdrawn many bought attachments for 
their own machine or for a phonograph 
possessed by their club or organization. 
Motors were also rented at a nominal 
sum for those who wished to hire them, 
and once the convenience was demon- 
strated many additional sales resulted. 

A third striking display of the elec- 
tric motor was made by the Columbia 
Co., Chicago, who featured records as 
well as motors. In the background was 
a bamboo arch from the ends of which 
swung Japanese lanterns, lighted at 
night. Fastened to the arch were a 
large number of immense sunflowers of 
yellow paper with a phonograph form- 
ing the heart of each. A card at the 
top announced “Dance Records.” Mat- 
ting covered the floor and a number of 
records were strewn about. In_ the 
centre was a grafonola with an elec- 
tric motor attachment, and a card 
prominently displayed: 


Stop Winding Your Machine 
Buy one of our Electric Motors 


The Electrical Necessities Co., Cleve- 
land, Ohio, pushed these motors very 
effectively on their opening day. Early 
in the spring they gave a seasonal open- 
ing at their establishment. In the morn- 
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ing washing, ironing and cleaning ap- 
paratus was demonstrated; in the after- 
noon all sorts of cooking appliances 
were demonstrated and a_ luncheon 
served; and in the evening the young 
people and the younger married peo- 
ple were invited to a promenade and 
dance. 

In the evening special attention was 
given to a display of electric heaters, 
beautiful lights and fixtures, electric 
chafing dishes, and, most prominently 
of all, to the electric motors which con- 
trolled the victrola which was in opera- 
tion constantly. Marches and ballads 
were given during the promenade, and 
later in the evening dance records were 
inserted and all who wished were en- 
abled to dance. While the affair was 
really a housewarming to enable the 
citizens to note all the electrical con- 
veniences old and new, salesmen were 
on hand constantly to explain, demon- 
strate and take orders, and a very satis- 
factory volume of business was done. 


Annual Christmas Campaign 


Society for Electrical Development 
Launches Yearly Drive to Promote 
Holiday Buying 


With the mailing to the trade of a 
folder describing the plans and selling 
helps The Society of Electrical Devel- 
opment, Inc., launched its seventh an- 
nual campaign to help the electrical in- 
















































































Unique Window Trim of Grafanola Shop, Chicago 
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Gift Suggestion Folder Produced by S. E, 
D. as One of Its Christmas Campaign Sell- 
ing Helps 
dustry promote the buying of electrical 
Christmas gifts. This folder was dis- 
tributed about the middle of October 
giving ample time to prepare plans and 

order material. 

As an introduction to the plans the 
first page of the announcement carried 
to all electrical people a greeting and 
a few inspirational comments from 
“Bill” Goodwin. 

The three major selling helps of- 
fered by the Society this year are: 


1. An elaborate set of win- 
dow display cut-outs. 

2. A set of store and win- 
dow display cards including 
one large card with eight 
smaller price or suggestion 
cards. 


3. A beautiful 8-page folder 
including an invitation to visit 
your store together with many 
illustrated gift suggestions. 
This is designed to be mailed 
to prospective customers, to be 
enclosed with letters or dis- 
tributed at the store. 


The keynote of the Campaign is ex- 


pressed by the slogan “Bring Back 
Business by Getting Busy Selling.” 


Merchants are urged to get their selling 
activities into full swing as early as 
possible on the theory that people are 
learning to shop early 

Folders descriptive of the campaign 
will be mailed to all electrical people 
interested. Write to The Society for 
Electrical Development, Inc., Executive 
Offices, 522 Fifth Avenue, New York 
City. 
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State 


ONTARIO, CANADA: 


BRITISH COLUMBIA: 


COLORADO: 


CONNECTICUT: 


DISTRICT OF COL.: 


FLORIDA: 


GEORGIA: 


INDIANA: 


IOWA: 
KANSAS: 


LOUISIANA: 


Chairman 
K. A. McIntyre. 
24 Adelaide St., W. Toronto 
W. W. Fraser, 
St. W., Vancouver 
J. Fischer, 
213 15th St., Denver 
E. S. Francis, 

272 Asylum St., Hartford 
Frank T. Shull, 
Conduit Rd. and Elliott St. 
Washington 
T. E. Satchwell, 
Jacksonville 
Henry Morton 
1227 Broad St., Columbus 


744 Hastings 


A. B. Harris, 
Gary 


Louis L. Corry, 

510 Brady St., Davenport 
C. S. Smallwood, 

1017 N. Sth St., Kansas City 


C. S. Barnes, 
513 Gravier St., New Orleans 


STATE CHAIRMEN AND SECRETARIES 


oo 


J. McKay, 
24 Adesids” St., 


J. C. Reston, 
Howe St., Vancouver 
W. A. J. Guscott, 
715 18th St., Denver 


Geo. M. Chapman, 


411 


43 E. Main St., Waterbury 


H. R. Harper, 
635 D St.. N. W., 
Washington 
J. G. Spencer 
Palatka 
C. B. Anderson 
Walker El. & Plain. Co., 
Columbus 
A. IL. Clifford, 
507 Odd Fellows Building, 
Indianapolis 


Arthur Tucker, 
619 Jackson St., Topeka 
336 Camp St., New Orleans 
R. S. Stearnes, 


W., Toronto 


State 
MARYLAND: 


MASSACHUSETTS: 


MICHIGAN: 


MINNESOTA: 


MISSOURI: 
NEW JERSEY: 


NEW YORK: 


OHIO: 


PENNSYLVANIA: 


TENNESSEE: 


WISCONSIN: 


Chairman 
S. C. Blumenthal, 
505 N. Eutaw St., Baltimore 
Geo. B. Quinby, 
Boston 


Henry Roseberry, 
41 Pearl St., Grand Rapids 
Emil Anderson, 
240 Plymouth Bldg., 
Minneapolis 
W. J. Squire, 
Kansas City 
Geo. E. Davis, 
23 Central Ave., Newark 
F. A. Mott, 
29 St. Paul St., Rochester 
Cc. L. Wall, 
212 S. Main St., 
Akron 


R. W. Keck, 
Allentown 
P. W. Curtis 
“in ae 
B. L. Burdick, 
72 Water St., Milwaukee 


Secretary 
C. Philip Pitt, 
15 E. Fayette St., Baltimore 
J. E. Wilson, 
263 Summer St., Bostor 
H. J. Shaw, 

613 Lincoln Bldg., Detroit 
Arthur P. Peterson, 
2395 University Av., 

St. Paul 


A. J. Burns, 
533 Delaware St., Kansas City 
Elmer D. Wilson, 
Newark 


J. P. Ryan, 
26 Cortlandt St., 
New York City 


Walter R. Keefer, 
939 E. McMillan St., 
Cincinnati 


M. G. Sellers, 

1518 Sansom St., Philadelphia 
J. A. Fowler, 

10 S. Second St., Memphis 


H. M. Northrup, 
25 Erie St., Milwaukee 
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ALABAMA 
Birmingham 


Long Beach .... 
Los Angeles... 
Oakland 

San Francisco_. 
Van N 


Connecticut 
Hartford ~..... 
New Britain.... 
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Dist. Cot. 
Washington --... 


Fronma 
Jacksonville  ... 
eee 
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E. Moline.....- 
Chicago 


E. St. Louis... 


New Orleans ... 
MAINE 
Portland 
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Baltimore 
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Fitchburg —..- 
Haverhill 
Worcester 
MICHIGAN 


Kalamazoo 
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Duluth 
Minneapolis 
St. Paul 


Missouri 
Kansas City... 
St. 
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Portsmouth 


Lecal Secretary Street | Address 


J. M. Gregory 
F. Rambo 
O. W. Newcomb 303 E. 4th St. 
Irvin C. Bruss 118 E. 3d St. 
J. Gregory Pacific Bldg. 
A. Elpins 165 Jessie’ St. 

Los Angeles Asn 


Pacific Bldg. 


L. B. Roberts 227 Coronado 
Bldg. 
H. D. Hitchcock 


F. Mulvehill 
A. S. Jordan 


45 Preston St. 


W. L. Joseph 
C. E. Pullen 


155 E. Forsyth 


E. J. Burns 
J. W. Collins, 


Rock Island 


O. J. Birmette 
Ed. Blaine 

E. J. Burns 
Wm. Schroder 


C. E. Jett | 
A. B. Harris j= he ~] 
G. L. Skillman} game 


219 18th St. 
613 Tyler St. 


}120 W. larket St 


Rock Island 

Care Waterloo 
lec. Sup. Co. 
816 Kansas Ave. 


F. E. Strauss 


E. Burns | 
J. A. Harleip | 


H. S. Lee 
Ww. R. Kitterjoha 
R. S. Stearnes | 336 Camp St. 
H. T. Boothby | 222 


C. P. Pitt 


Middle St. 


15 E. Fayette 


. EB. 263 Summer St. 
R. M. Gowell 

H. W. Porter | 
L. H. Treadwell 


24 West St. 
681 Main St. 


H. Shaw 
J. Markle 


613 Lincoln Bldg 
718 S. Saginaw 


Randall Exch. Place 


Alfred L. Foster 
Roy Constantine 
Roy Constantine 


210 W. Ist St. 
2395 University 
Ave., St. Paul 
2395 Univer. Av. 


Mr. Brown 

A. J. Dunbar 
T. Mustain 

F. C. Hatch | 


809 Delaware 
Frisco Bldg. 


315 Neville St. 


Kittery 


Conn. Lt.& P.Co.| 


Pullen-Zoll Co. | 


179 W. Wash- | 


Time of Meet. 


Place of Meet. 
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New Jenszr 
Hillman Hote] Atlantic City... 


. Members’ Offices Jersey 


Fri. 8 p. m. 
Ist 
Tues. Ev’g. 


Tues. 8 p. m. 


Wed. 1:30 p. m. 
Tues. 6:30 p. m. 


2d & 4th Tues. 


Call of Sec’y 
Monthly 
2d Thurs. 


ea mo., 8 p. m. 


Ist Tuesday 
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W. Wosbeck 
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Street Address” 


16 Ohio Ave. 
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88 Ellison St. 
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Huntington 
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P. 0. Box 809 

First St. 
Gray Elec. Co. 
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724 Pacific Bldg. 
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Eighteenth Annual Conven- 


tion 
Indiana State Association Held Successful 
Meeting at Indianapolis, October 5-6 


The Eighteenth Annual Convention of 
the Indiana State Association of Elec- 
trical Contractors & Dealers was held 
in Indianapolis at the Claypool Hotel, 
October 5th and 6th. The meeting was 
opened by the local chairman, Thos. 
F. Hatfield, address of welcome being 
given by John B. Reynolds, secretary 
of the Indianapolis Chamber of Com- 
merce. The meeting was formally 
opened by A. B. Harris, state chairman 
of Gary, Indiana. 

While the attendance was not as large 
as had been anticipated, the lack of it 
was made up in enthusiasm. It seemed 
that many of the members who attended 
realized the great importance of closer 
co-operation just at this time. The total 
attendance was about three hundred 
with approximately two hundred regis- 
trations. 

The talks of Samuel Adams Chase 
and Laurence W. Davis were especially 
enjoyed. Mr. Davis talked very strong- 
ly in favor of the Indiana State Asso- 
ciation’s adopting the home electric 
idea. The special representative has 
been doing considerable promotional 
work in the midwest and it is believed 
that his activities will result in some 
definite action being taken along these 
lines. 

One of the features of the meeting 
was the entertainment of visiting ladies. 
This was a new departure and proved 
highly satisfactory. The visiting ladies 
seemed to enjoy the entertainment pro- 
vided for them, which was a theatre 
party and automobile trip to points of 
interest, and it was the sentiment of all 
that this part of the work be continued 
at future meetings. This feature also 
served to bring about a closer acquaint- 
ance, as on the first evening of the con- 
vention an informal dance was given 
which was largely attended. On the 
second evening the ladies joined with 
the members at the banquet, and spe- 
cial talks and entertainment features 
were had, which were enjoyed by the 
ladies equally as well as the men. 

The election resulted as folows: 
Thos. F. Hatfied, Indianapolis, state 
chairman and committeeman for cen- 
tral division; L. G. Granger, commit- 
teeman for northern division; A. L. 
Swanson, Evansville, committeeman for 
southern division; A. I. Clifford, re- 
elected secretary and treasurer. 
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A resolution was adopted permitting 
the division committeemen to select dis- 
trict committeemen to codperate with 
them in increasing membership and 
other matters pertaining to the division 
work. A resolution was also adopted 
thanking V. G. Fullman of Pittsburg 
for so ably presenting the Standard Ac- 
counting System as operated by the Na- 
tional Association. The place for the 
next annual meeting was set for Terre 
Haute, Indiana, but the date was not 
definitely settled. 


Mrs. Davis Passes Away 


After an operation, on Sunday morn- 
ing, October 16, Mrs. Laurence W. Da- 
vis died at the Memorial Hospital in 
Orange, New Jersey. 

Mrs. Davis had been somewhat indis- 
posed for some time, but her ailment 
was not considered serious. On the 
previous Saturday she went to the hos- 
pital for an operation upon the advice 
of her doctor, and it was reported that 
the operation was performed satisfac- 
tory, but she passed away the following 
morning. 

Mr. Davis is the special representa- 
tive of the National Association. He 
was traveling in the midwest when he 
was notified of his wife’s death, and 
returned at once. . 

The many friends of Mr. Davis 
throughout the entire country will sym- 
pathize with him in his bereavement. 
The couple had one child, Miss Dor- 


othy, about twelve years of age. 


Annual Outing at Boston, 
Massachusetts 
Lighting Company Entertains Electragists 
and Other Guests at Spacious Grounds 

About once in a harvest moon, James 
E. Wilson, secretary of the Massachu- 
setts State Association of Electrical 
Contractors and Dealers and also secre- 
tary of the Boston local, brings elec- 
trical interests together for an outing. 

This year the event was an unusual 
combination, in that C. L. Edgar, pres- 
ident of the Edison Electric I]luminat- 
ing Company of Boston, offered to share 
with Mr. Wilson the duties of host. So 
rarely would such a situation present 
itself, that it is indeed worthy of ex- 
tended mention. 

Through the courtesy of Mr. Edgar 
the State Association held its meeting 
and outing on the premises of the light- 
ing company, and not only were present 
members from other sections of the 
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state, but Mr. Wilson also saw to it that 
representatives of manufacturers, sup- 
ply jobbers, and other electrical inter- 
ests were there to get acquainted and 
enjoy the outing festivities. 

The spacious grounds of the lighting 
company are away out on Massachu- 
setts Avenue, and comprise twenty-seven 
acres. The plant is housed in modern 


concrete buildings conveniently 
grouped. Outlying buildings include 
employes’ recreation and _ welfare 


houses. There is also a baseball dia- 
mond and provisions for other outdoor 
sports. 

The committee started the outing pro- 
gram with a golf putting contest, fol- 
lowed by other sporting events. Then 
came a baseball game between the sup- 
ply jobbers and contractor-dealers, in 
which home runs were so plentiful as 
to put Babe Ruth to shame. 

During the outdoor events the bowl- 
ing alleys and pool tables were offering 
entertainment to those who preferred 
such sports. Also the company’s plant 
was visited by an interested group guided 
by W. H. Atkins, general superintend- 
ent, and two of his assistants, J. C. Nor- 
cross and J. D. Caddigan. 

After the fesivities of ‘the afternoon 
were completed, a brief business meet- 
ing was held by the Massachusetts State 
Association, whose officers are Geo. B. 
Quinby, chairman; Frank L. Barnes, 
treasurer; J. E. Wilson, secretary. At 
this meeting it was brought out that 
the call for an election of officers was 
in error, and that such meeting would 
be held in January next. 

At half past six o’clock it was an- 
nounced that dinner would be served 
in the employes’ restaurant. There 
were about three hundred in attend- 
ance, all of the food having been pre- 
pared in the lighting company’s electric 
kitchen on the premises. It was an ex- 
cellent meal and well served. 

As an evidence of how the company 
has reduced the cost of living, the fol- 
lowing items with prices in vogue in 
the employes restaurant are submitted 
through the courtesy of Mr. Atkins: 


VOR: Incision en csinssescsesersecin 5e. 
Roast Spring Lamb, Roll and Butter.... 20¢. 
ge a ere eee 15e. 
Creamed Chicken, Green Peppers, Roll 

OE FI aise nig sscieniraeoonatetninonind 20¢. 
Hamburg Steak, Beets, Roll and But- 

OE leks heen sive niche iacsstistotiln 15e. 
Lamb Chop, Roll and Butter.................. 20¢. 


Lettuce and Tomato Salad...................... 5e. 
Spinach, Baked Beans or String Beans 5c. 
NN Pe icici asch cnsinecispicnetoesecteniel : 
I: IIL. «i. cnsnsasntndaaspeanaeniocwssaeh 
ee 
Cea, Coffee, or Cocoa..................... oie. 


After the banquet, State Chairman 
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Quinby introduced as toastmaster for 
the evening Judge La Rue Vredenberg, 
another one of Superintendent Atkins’ 
able assistants. Whatever other office 
the judge may fill, he is certainly an 
expert toastmaster, and between intro- 
ductions he kept his listeners enter- 
tained with his sparkling wit and droll 
stories. 

The following speakers, with the sub- 
jects discussed, are given in the order 
in which they were introduced: 

James R. Strong, National Chairman 
of the National Association of Electri- 
cal Contractors and Dealers—What the 
National Association Does for Its Mem- 
bers. 

E. W. Minor, president of the Con- 
tract Purchase Company of New York 
—Installment Plan Selling. 

J. W. Cowles of the Edison Electric 
Illuminating Company of Boston— 
Standardization of Service Switches. 

Samuel Adams Chase of the West- 
inghouse forces—Live and Help Live. 
* William L. Goodwin, assistant to the 
president of the Society for Electrical 
Development—What Your Trade Or- 
ganizations Are Worth to You. 

At the close of the interesting meet- 
ing Chairman Quinby proposed a vote 
of thanks for the speakers and for the 
lighting company which was respons- 
ible for the enjoyable outing and splen- 
did meeting, commenting upon the 
hearty codperation. 

As is customary with all outings and 
parties with which Secretary Wilson 
is allied, this event was unanimously 
declared a rousing success. 


Annual Reference Book 

The Independent Associated Elec- 
trical Contractors and Dealers of New 
York City, which is the result of a 
merger of two prominent local organ- 
izations previously mentioned in these 
columns, recently issued its Seven- 
teenth Annual Reference Book. 

Louis Freund edited the volume, and 
in his foreword says: “More than ever 
before, the contractor-dealer requires 
much care in the installation of his 
work. He also requires the knowledge 
of the rules of the various inspection 
departments. He must familiarize him- 
self with the conditions demanded by 
the lighting companies.” 

The officers of the organization are: 
William J. Shore, president; Harry A. 
Hanft, first vice-president; L. C. Mac- 
Nutt, second vice-president; J. P. 
Perass, secretary; A. Lincoln Bush, 
treasurer; and C. J. Christesen, ser- 
geant-at-arms. 
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Code Revision 


As we go to press the Electrical Com- 
mittee of the National Fire Protection 
Association is about to hold a meeting 
in New York. Among the matters 
which will probably come under con- 
sideration is the revision of the Na- 
tional Electrical Code. It seems to be 
generally agreed that the Code is sub- 
stantially in permanent form, insofar 
as the actual requirements are con- 
cerned, and that future changes will 
not disturb it to any great degree—the 
work of the Electrical Committee from 
now on being mainly devoted to round- 
ing out, smoothing down and _ filling 
in a document which has achieved a 
satisfactory degree of permanence. To 
this idea our contractors quite naturally 
subscribe, as their interests lead them 
to resist the constant changing of rules 
with which they have become familiar. 

And yet—as shown inferentially by 
Mr. Wynkoop in his “The Code at a 
Glance”—there seems to be much justi- 
fication for the suggestion that the Code 
be rearranged entirely. We do not ob- 
ject to the rules themselves, but rather 
to the fact that, like Admiralty Law, 
thy require a special expertness in dis- 
covering quickly the information which 
is wanted. For this reason many blun- 
ders are made by wiremen, which might 
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perhaps be avoided if the rules were 
more clearly stated and grouped by sub. 
jects. Our representative on the Elec. 
trical Committee, A. Penn Denton, of 
Kansas City, is fully alive to the situa- 
tion, and may be trusted to plead the 
contractor’s case in committee. 


Doings in Canada 
Permanent Exposition and New Home 
Electric Promote Electragists’ Interests 

Under the auspices of the Electrical 
Codperative Association of Quebec, a 
permanent exposition has been opened 
to the public of that province in the 
show rooms of the Montreal Light, 
Heat & Power Company. The main 
purpose of this exposition is to demon- 
strate to householders in a scientific 
way the comfort, convenience and econ- 
omy resulting from the use of electrical 
devices and appliances. 

Every conceivable electric labor con- 
serving device is on display. Washing 
machines, vacuum cleaners, sewing 
machines, ironers, coffee percolators, 
toasters, portable lamps, fire grates, a 
variety of toilet requisites, and a thou- 
sand and one other things that enable 
the housewife to do it electrically, are 
all demonstrated to show the economy 
of these appliances that are applicable 
to both the large and small home. 
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ELECTRAGIST 


This new word, used on our Summit avenue ornamental lighting work, was 
worked out by a national’ authority on correct English. 


In the first place, it means one who conducts an electrical contractor dealer 
It means one who conducts this business fairly, 
squarely and competently. How can it be restricted to such men or firms? 


business. But this isn’t all. 


By law. The word is legally protected and can be used only by members of 
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the National Association of Electrical Contractor Dealers. This organization. is 


working continuously to improve methods, lower costs and have its members live 
up to an established code of ethics representing the highest type of considera- 


tion for the customers. 


Be it Washing machines, door bell, power plant, housewiring or any other 
form of electrical service, you are protected in dealing with an Electragist. 
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ELECTRAGISTS 


182-184 East Sixth Street 


Garfield 1836 


This Advertisement of the Commonwealth Electric Service Company of St. Paul, Minne- 


sota, Appeared Recently in a St. Paul Daily. 


Arthur L, Abbott of this Company is 


Chairman of the Cost Data Committee of the National Association 
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A modern electrical home was opened 
for public inspection on September 17 
in Model City, Quebec. This was also 
under the direction of the Electrical 
Codperative Association and is serving 
to further the educational propaganda 
of electricity in the home. Everything 
electrical which can be used in the 
home is on exhibition and demon- 
strated to the public by representatives 
of the electrical interests. 

It was carefully planned to show 
through this home electric an artistic 
conception of what a model home 
should be and to be an impressive ex- 
ample to every visitor of the way in 
which a small house, provided it is well 
built and well situated, can be made the 
acme of comfort and convenience. 

Official announcement of the opening 
of this home was made to the public 
by means of codperative advertising in 
which the electrical interests and the 
real estate companies participated, and 
there is no doubt in the minds of those 
behind this movement that the home 
electrical idea has been properly placed 
before the public and the benefits 
should accrue proportionately to the 
electrical and other interests involved. 
The home was open to the public for 
two weeks. 





Remember—There are some 6,000,000 
wired homes and more than 14,000,000 
yet to be wired, 5,000,000 of which are 
in territory covered by central stations. 
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The Minnesota Electragist 


This is the Name of New Publication Issued 
by State Association 

National Headquarters has received 
from Arthur P. Peterson a copy of the 
first number of the new pamphlet 
issued by the Minnesota State Associa- 
tion, of which he is secretary. This 
pamphlet is called The Minnesota Elec- 
tragist, the first number being dated 
September 17, consisting of eight pages 
in mimeograph form. 

Mr. Peterson advised it had been 
published in order to keep the members 
of the state association in touch with 
association matters and to bind them 
in a closer spirit of codperation. It is 
expected the pamphlet will meet with 
instant favor as the electragists of Min- 
nesota have long since felt the need for 
a local medium through which they 
could work in the best interests of all. 


New York Electrical Show 


Wonderful Strides in Electricity Shown by 
1921 Exposition in 71st Regiment Armory 


Since the New York electrical expo- 
sition of 1920, notable advances have 
been made in each branch of the elec- 
trical industry. This was borne out by 
the many elaborate and unique exhibi- 
tions at this year’s exposition held in 
the Seventy-first Regiment Armory, 
New York City, from September 28 to 
October 8. 

The purpose of the 1921 electrical 
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exposition, as was that of its thirteen 
predecessors, was to present to the 
public appliances and apparatus which 
would efficiently accomplish the hun- 
dreds of tasks of drudgery that were 
formerly done by hand. And it can 
readily be understood how these diversi- 
fied tasks in industry and in the home 
are more and more being performed by 
electricity, evidenced by the throngs of 
interested people in every walk of life 
who surged through the aisles of the 
show, first stopping to watch and ask 
questions about this demonstration, 
then to stop and ask questions about 
that one. 

The strongest appeal of the exposi- 
tion was made through a “servant in 
the home,” but there were also several 
important commercial and _ industrial 
exhibits. Electric trucks that promise 
to solve many a transportation problem 
were displayed and demonstrated, Elec- 
trical advertising apparatus and light- 
ing equipment gave valuable ideas to 
the shopkeeper and manufacturer, and 
there were wireless sending and receiv- 
ing sets in operation. 

For the modern housekeeper there 
was no end of things electrical for her 
to install in the home to make life’s 
tasks easier and more pleasant in the 
doing. In addition to the more common 
household labor conserving devices, 
there were a number of unique exhibi- 
tions such as complete suites of furni- 
ture that had been wired to permit of 
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Roundup of the Electrical Cooperative League of Denver at the Albany Hotel. 
dred Representatives of the Four Branches of the Industry in D enver. 
John J. Cooper, E. C. Headrick, Laurence W. Davis and F. F. McCammon. 


is the First Person Standing on the Left 


This Meeting Was Attended by Over a Hun- 
Sitting at Speaker’s Table, Left to Right, O. S. More, 
S. W. Bishop, Executive Manager of the League, 
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electrical appliances being used with- 
out the awkward dangling of electrical 
cords from lighting fixtures. 

The electric radiator met with gen- 
eral favor and was recognized not only 
as a convenience but as a distinct 
health promoter. 

The “kitchen girl” had the approval 
of all as she could wash and wipe 
dishes without ever knocking off a cup 
handle. She _ could 
knives or whip the cream. 

Many other time saving and fatigue 
reducing were demonstrated, 
including electric curling irons, heat- 
ing pads, hair dryers, vibrators, etc. 
There were electric washers and ironers 
and vacuum abundance, 
each demonstrating, in its individual 
manner, a way to solve the problems so 


also sharpen 


devices 


cleaners in 


acute for accomplishing the routine 
duties of the home efficiently and satis- 
factorily. More than four hundred and 
fifty electrical appliances 
the displays of the miniature shops 
that lined the bazaar-like streets in the 
armory. 


composed 


exhibition was a 
ten-foot model of the American Line 
steamer St. Louis. 

attract 


A most interesting 


This was displayed 


in order to attention and ac- 


quaint each exhibitor with the details 
of the voyage to be made by that 


Exhibitors at the show have 
planned to assemble their exhibits on 
board this boat and to make exhibitions 
at each stop in the course of the world 
cruise to be made starting from New 
York in January. Every class of Amer- 
ican merchandise which has any possi- 
ble demand in foreign countries will be 
included in the exposition, but there 
will be so many electrical displays that 
it might well be called a Floating Elec- 
trical Show. 

During the first few days of the ex- 
position both professional and amateur 
wireless contests were conducted. The 
wireless telephone was used to transmit 
messages and music to audiences of 
several thousand listening in on radio 
telephones at points between Newport 
News, Virginia, on the south; Montreal, 
Quebec, on the north, Pittsburgh, Penn- 
sylvania, on the west; and to ships far 
out at sea. 

Confined to his home in Roslyn, Long 
Island, by illness, Arthur Williams, 
president of the show, kept in close 
touch by wireless with all the happen- 
ings at the exposition. Every item of 
news was broadcasted from the signal 
corps sending station in the wireless 


cruiser. 


room of the armory. 
In the light of the progress and 
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achievement made by electrical inter- 
ests during the past year as manifested 
by the success of this exposition, the 
entire electrical industry should look 
forward with optimism to meeting and 
overcoming the difficulties of the 
future, being confident that American 
ingenuity and skill and American busi- 
ness methods will maintain this steady 
forward movement. 


A Big Success 


Interest Shown in Cleveland’s Second 


Home Electric Surpasses All Expectations 

Apparently Cleveland’s first elec- 
trical home merely served to awaken 
the people of that city to the advan- 
tages of this kind of home, for the 
second one to be opened to the public 
has virtually been the center of interest 
in the fifth city. 

All expectations have been = sur- 
passed in attendance at the second home 
electric. It is reported that approxi- 
mately 15,000 people will have visited 
the home when its doors are closed to 
the public. Every night of the open- 
ing week it accommodated as many as 
could possibly see the many features. 
There are so many spectators that a 
special traffic system has been adopted 
which permits only a few at a time to 
inspect the various rooms. 

An accurate record is being kept of 
all who inspect the home. Not only are 
names and addresses secured but each 
is given a registration card to fill out 
on which is noted the number and 
nature of electrical appliances the vis- 
itor now owns, whether or not he owns 
his own home, whether or not his home 
is wired, and whether or not he plans 
to build. The card also shows the 
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number of convenience outlets in each 
home and the number of rooms. 

This information is being gathered 
by the Cleveland Electrical League and 
when it is compiled in a satisfactory 
manner it will be available for. sub- 
scribers to the electrical development 
campaign. In order to benefit electra- 
gists, jobbers and manufacturers alike, 
the registration cards are filed accord- 
ing to territorial location so that the 
respective interests may select prospects 
from any desired district. 


Porch Party 
By Frank J. ALLEN 
Electric Range Demonstration Provides 
Interest and Increases Sales 

There’s everything in being able to 
make the best of the season as well as 
conditions. At least so it would seem 
from the splendid results which have 
come about through a demonstration 
lecture on electric ranges by the West- 
inghouse Company this past summer. 

For some time Palmer, Mass., had 
enjoyed a reasonable electric range 
rate, and here and there among its cus- 
tomers electric ranges had _ been 
installed, but nothing really worth 
while had been done. The neighboring 
towns had had educational lectures and 
were installing electric ranges. So the 
manager of the Palmer Company, 
Harry M. Parsons, who is also manager 
of the Central Massachusetts Electric 
Company, being a most progressive and 
wide-awake person, decided that the 
Palmer Company should be keeping 
abreast with the times. 

He, in company with Frank J. Allen 
of the Westinghouse Company of Bos- 
ton, had received some hints on the 
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subject at the Chicago N. E. L. A., 
and on returning to Boston they 
immediately got together and went over 
the proposition. Of course the first 
thing to do was to sell the Palmer 
organization on the range idea. This 
was easily done by staging a demon- 
stration lecture during which a meal 
was cooked and later served to them. 
Incidentally upon the strength of this 
evening’s discussion three of the imme- 
diate employees placed orders for three 
ranges. But the real problem was to 
get the elite of the town interested. 
They had a ladies’ club, but they didn’t 
seem to want the lecture. So it was the 
same old story that if the mountain 
wouldn’t come to Mohammed, Moham- 
med would have to go to the mountain. 

Many of the elite of Palmer were 
summering at a nearby picturesque 
camp on a lake and since they could 
not be induced to come to Palmer for 
the lecture we took the lecture to them. 

One of the leading members of the 
camp kindly consented to allow us to 
use the large spacious porch of her 
home and in a short time the range 
was connected up at one end of it. In 
a short time many of the neighboring 
campers put in an appearance, making 
themselves comfortable on the swing- 
ing hammocks or in rockers or com- 
fortable chairs. A few minutes later 
they were engrossed in the story of the 
wonderful things that could be done if 
they had an automatic electric range in 
their home. 

At the completion of the lecture they 
were served a buffet luncheon and the 
desirability of the range was estab- 
lished beyond a doubt. As a conse- 
quence of this little activity several 
sales for ranges have been consum- 
mated, and requests for four lectures 
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during the winter months for the vari- 
ous women’s clubs in the towns served 
by the Central Massachusetts Light & 
Power Company have been received. 
They commonly say that the “way 
to a man’s heart is through his stom- 
ach,” but it seems to be equally true 
of the women too. At least such was 
the case with the thirty or more ladies 
who came to this unique little party. 


Vancouver Association Has 
Field Man 


J. C. Reston, secretary-treasurer of 
the Vancouver Association of Electrical 
Contractors and Dealers, announces the 
appointment of Rey Chatfield to the 
position of field representative for the 
association. Mr. Chatfield will also 
work in conjunction with the British 
Columbia Electric Codperative Associa- 
tion. 

In his letter to National Headquar- 
ters, Mr. Reston enclosed an applica- 
tion for membership in the National 
Association, and he said the prospects 
not only look promising for quite a 
number of new members, but he be- 
lieves that through the effort of the 
special field representative in organ- 
izing the contractor-dealers of Van- 
couver the Vancouver Association will 
be in a position second to none on the 
continent. 


New Publication 

Monthly Bulletin Issued by Southern Dis- 

trict, California State Association 

During August the first number of a 
monthly bulletin was issued by the 
Southern District of the California 
State Association. This is a standard 
size publication, attractively . printed 
and nicely illustrated with halftone 
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cuts. On another page of this issue is 
reprinted a timely article that appeared 
in the September number. 

It is believed the Bulletin will render 
a helpful, constructive service to the 
public by publishing timely and in- 
structive articles of interest to every 
branch of the industry. Robinson 
Farmer, secretary and treasurer of the 
state association, is editor. 


Annual Report 
Thirteenth Yearbook of Ontario Hydro- 
electric Power Commission 

Volume One of the thirteenth annual 
report of the Hydroelectric Power 
Commission of ‘the Province of Ontario 
for the year ended October 31, 1920, is 
now ready for distribution. This report 
is submitted by the Commission with a 
feeling of great satisfaction. 

In spite of the prolonged period of 
readjustment through which the indus- 
try passed during the fiscal year, the 
Commission has prospered. Especially 
in the smaller municipalities where it 
was necessary to make increased rates, 
an increase in revenue has resulted 
sufficient to offset the increased cost of 
power so that after meeting all operat- 
ing costs the operation of practically 
every municipality on the system 
showed a net surplus. 


Building Exposition 
Cleveland to Hold Eleven Day Show in 
January 

In order to encourage and promote 
more and better building in Cleveland 
during 1922, a giant exposition will be 
held in that city in January under the 
auspices of the American Building Ex- 
position of Cleveland. This will be an 
educational demonstration of every 
phase of domestic and commercial 
building and furnishing, especially 
featuring the safety, economy, conven- 
ience, comfort and beauty of the Amer- 
ican home. 


Inspectional Aids 


Following its policy in gleaning from 
every field of electrical activity helpful 
matter for the contractor, THE NaTIoN- 
AL ELEcTRAGIsT published last month a 
chart by Hubert S. Wynkoop, author 
of “The Code at a Glance,” which he 
has developed as an aid to the ready 
determination of the proper relation 
between wire sizes and conduits. 

The quick appreciation of this chart 
and the requests for its reproduction 
in data sheet form have surprised and 
gratified us; and we are more fully con- 
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firmed than ever in our belief that we 
have until recently unwittingly neglect- 
ed an important and interesting phase 
of an electragist’s work—the inspec- 
tional. 

Unfortunately, Mr. Wynkoop’s chart 
does not lend itself readily to any 
further reduction in size. The cuts be- 
fore us, designed for printing a data 
sheet, show the figures reduced almost 
to illegibility; and we are in a quan- 
dary as to whether our subscribers 
would prefer legibility, or a 
double sheet although some- 
what clumsy, would retain the clearness 
of chart as we have already printed it 
in the October issue. 

Therefore we stay 
await the mail. 
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Better Accounting 


Prominent Public Accountant Shows Why 
Electragists Should Employ Accurate 
Bookkeeping Methods 

Because of the important part played 
by accurate accounting methods in the 
business of electragy, J. E. Wilson. 
secretary of the Massachusetts state and 
Boston local organizations, was solic- 
ited by Stanley W. Moulton, the Boston 
authority on modern accounting sys- 
tems, on an improved method of audit- 
ing and systematizing. This so clearly 
sets forth the principles that are em- 
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bodied in the Standard Accounting 
System put out by the National Asso- 
ciation that members can readily ap- 
preciate the value of using this system 
of bookkeeping. 

Mr. Moulton says: The function of 
the modern public accountant is differ- 
ent from the older and more accepted 
idea of accountinig work. He is no 
longer a mere checker of the mathe- 
matical accuracy of the records. He is 
in reality a business adviser, his real 
function being to improve the business 
through the application of sound meth- 
ods of accounting. 

The work of the public accountant 
is divided into two main classes: audit- 
ing and systematizing. The principal 
purposes of an audt are: 

1. To verify the mathematical accu- 
racy of the work of the bookkeeper and 
to detect and correct errors of prin- 
ciple. 

2. To ascertain, periodically, the 
true financial condition and earnings 
of the business; to cause the true con- 
ditions to be reflected in the books; and 
to supply an accurate analysis of the 
affairs of the enterprise. 

3. To regulate the accounting meth- 
ods in use so that the actual overhead 
expense may be accurately determined 
and provided for in the selling price. 

1. To supply a statement of financial 
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The Attendants at the Semi-Annual Convention of the Southern Idaho Association of 
Electrical Contractors and Dealers, Held on September 4-5 at the Chamber of Com- 


merce of Boise, Idaho. 


Western Electrical Interests Were Well Represented and a 


Number of Prominent Addresses Were Made as Previously Announced. The National 
Association Was Represented by Special Representative Davis Who Gave a Talk on the 
Work of the Association 
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condition which will be accepted by 
banks and credit agencies. 

5. To supply an authentic balance 
sheet for use in adjustment in case of 
fire. 

6. To thoroughly satisfy all share. 
holders in the business that the records 
and division of profits are correct. 

7. To maintain a continuous super. 
vision of the records and supply a 
service which will be of value in the 
conduct of the business. 

The report submitted as a result of 
an audit is not merely a tabulation of 
figures, difficult to digest and more or 
less meaningless. It is a clear analysis 
of the business, replete with construc. 
tive comment presented in a readable 
form that enables the management to 
visualize clearly the condition of the 
business and the operations of the 
period under examination. 

The report points out the weak- 
nesses. It omits reference to conditions 
that are satisfactory and refers only to 
that which requires attention, thus per- 
mitting the management to concentrate 
its efforts upon those matters which 
may need correction. 

In connection with the second phase 
of the work of the public accountant, 
namely, systematizing, we invite your 
consideration of the following advan- 
tages to be derived from an efficient 
though simple accounting system: 


1. It simplifies the recording of the 
transactions from day to day and en- 
ables the owner of the business at all 
times to analyze accurately the results 
of these transactions. 


2. It enables him to keep posted 
upon the progress of the business; tells 
him whether he is making or losing 
money and the amount; points out 
those transactions which are profitable 
and provides a method of analyzing 
past transactions so that future activi- 
ties may be planned to produce maxi- 
mum results. 

4. It insures correct income tax re- 
turns; enables the management to 
deduct all allowable items of expense 
and provides for proper depreciation 
and other expenses that do not appear 
in the usual expense records. 

5. It supplies an authentic means of 
determining the value of destroyed 
assets in the casc of fire and enables 
you to carry ample insurance without 
paying excessive premiums. 

6. It provides means of supplying 
accurate and acceptable financial state- 
ments that promote the confidence of 
banks and creditors. 
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7. It eliminates the guess-work from 
your business in that it gives you cold 
facts on your cost of doing business, 
clerk hire, rate of turnover, collections, 
discounts, depreciation, etc. 

8. It enables you to stretch out your 
capital and at the same time increase 
your profits. 

9. It enables you to buy for profit, 
that is, it shows you the profitable and 
desirable lines. 

10. It will stop leaks which are due 
to bad buying, incompetent help, loss 
of goods from stock, failure to charge 
sold on credit, errors in figures, failure 
to charge all expenses, failure to dis- 
count bills, etc. 

There are many other ways in which 
such a system will aid you in the con- 
duct of your business. One important 
way which it might be well to mention 
is that it will give you an accurate 
knowledge of your costs which will en- 
able you to bid intelligently on new 
work. 


Praise For National Asso- 
ciation 
Prominent Central Station Man Commends 
Activities of Contractor-Dealers 


The NationaL- ELEcTRAGIST is 
pleased to have permission to print the 
following letter, which was written by 
W. H. Atkins, general superintendent of 
the Edison Electric Illuminating Com- 
pany of Boston. This interesting docu- 
ment was addressed to contractor-deal- 
ers and was sent throughout the New 
England district. The letter bore the 
date of July 30, 1921, and reads as fol- 
lows: 

As you know I am very much inter- 
ested and have been giving a great deal 
of my time to the development of a 
better good will and codperation among 
the electrical contractors doing business 
in the territory served by this company. 
During the past week I had the privi- 
lege- of attending a convention of the 
National Association of Electrical Con- 
tractors and Dealers, which was held 
in Buffalo, New York. 

_ This was the first opportunity I have 
had of attending a general meeting of 
this association and of getting in close 
touch with the ideas and workings of 
this body. 

Being the only central station repre- 
sentative present, I feel that I should 
tell you how deeply impressed I was 
in attending all of the sessions and 
meeting personally a large number of 
the contractor-dealers present. 

There were gathered together during 
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the week several hundred men in your 
line of the industry from all over the 
country, bringing with them individual 
ideas and suggestions that to my mind 
should be of the greatest value not 
only to every electrical contractor- 
dealer but to the electrical industry as 
a whole. 

The businesslike manner in which 
the various meetings were conducted, 
the innumerable progressive ideas set 
forth for the benefit of the large and 
the small contractor and the general 
feeling of good will and codperation 
that prevailed, proved to me that the 
National Association of Electrical Con- 
tractors and Dealers is one that can 
and will do everything possible for the 
improvement and success of its mem- 
bers. 

The entire convention permeated with 
good will and codperation. Instructive 
suggestions on business getting and 
business methods for the benefit of the 
contractor were all brought out in 
detail. 

The convention was a wonderful suc- 
cess, and the strongest impression I 
received while there was of the distinct 
advantages to be gained to every elec- 
trical contractor and contractor-dealer 
in affiliating himself with this wonder- 
fully progressive organization. 

Very truly yours, 
W. H. ATKINs, 


General Superintendent. 





Wiring the Home 
Modern Plan Outlined in Pamphlet Issued 
by National Association 


Members of the National Association 
should take advantage of the offer made 
by National Headquarters to supply, at 
the cost of quantity production, any 
number of these attractive pamphlets 
which describe and illustrate the plans 
for a modern home electric. These 
pamphlets will be furnished with mem- 
ber’s name and address imprinted on 
the cover to enhance their value in 
local distribution. 

The home electric pamphlet consists 
of eight pages, each six inches deep, is 
artistically printed, and contains plans 
of the first and second floors, also of 
the basement and garage, with descrip- 
tion of each plan. 

It has been the aim to show in these 
plans all the various outlets necessary 
to-render the home properly equipped 
electrically. Symbols indicate the out- 
lets for lighting, service switches, etc., 
all conveniently located. 

This pamphlet will prove a distinct 
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aid to the prospective builder in prop- 
erly wiring the new home and should 
be given wide distribution. 

Order your supply at once! 


Engineers Meet 

A very successful three-day meeting 
was held by the Illuminating Engineer- 
ing Society at Rochester, New York, 
from September 26 to 29. This was 
the fifteenth annual convention of this 
group and was attended by more than 
two hundred -illuminating engineers. 


K. A. McIntyre in New Work 


Prominent Electragist Joins Staff of So- 
ciety for Electrical Development 

Electragists will be interested in the 
announcement that Kenneth A. MclIn- 
tyre of Toronto has joined the staff of 
the Society for Electrical Development. 

Through his close association with 
electrical contractors Mr. MclIntvre’s 
services will be exceedingly valuable 
to the members of this society. In the 
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United States he will devote his time to 
the problems of the contractor-dealer, 
while in Canada he will specialize on 
field work among all branches of the 
industry. 

Mr. Mcintyre is well known on both 
sides of the border as an active Asso- 
ciation worker. For over nine years 
he has been engaged in the electrical 
business in Toronto. For the past 
three and one-half years he has been 
vice-president of Beattie-McIntyre, Ltd., 
Toronto, and has specialized in the 
contracting end of the business. His 
Association activities have covered a 
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period of over five years. He was 
largely instrumental in organizing the 
Toronto Electrical Contractors’ Asso- 
ciation and was president of that or- 
ganization before it expanded into the 
Ontario Association of Electrical Con- 
tractors and Dealers and became afili- 
ated with the National Association. He 
still retains his financial interest in the 
firm of Beattie-McIntyre, Ltd. 


Lighting Fixture Market 


From January 30 to February 4 the 
National Council Lighting Fixture 
Manufacturers, the Dealers’ Society of 
America, and the Illuminating Glass- 
ware Guild will hold their Third An- 
nual Lighting Fixture Market at the 
Milwaukee Auditorium. 

This is the second joint convention 
of these interests and it is expected to 
be even more successful than the one 
held at Buffalo last February. Conven- 
tion meetings will probably be held 
during the mornings, while the after- 
noons will be devoted to the Fixture 
Market. 

A Better Lighting Week will be held 
during the convention. Demonstrations 
will be given of better lighting methods 
for the home, office and plant, together 
with free surveys and reports on im- 
provements possible in existing instal- 
lations. Through the Pageant of 
Light a wonderful reconstruction will 
be shown of the progress of lighting 
fixtures and methods from the flaring 
torch of the caveman to the artistic 
illuminating equipment of today. 


Real Service 


Prominent Advertising Company Tells 
Difference Between Service Spelled 
With Capital or Small “‘S” 

The following article by the George 
Batten Company of New York is tak- 
en from a recent issue of the New York 
Tribune: 

It is well to keep an eye on the word 
that takes a new meaning. When a per- 
fectly good word assumes a definition 
that our grandfathers never associated 
with it, and goes junketing around the 
business clubs and conventions, getting 
its name in the papers and forming 
unseemly associations with other words, 
it will bear watching. 

The word Service has been doing 
that very thing, and it is about time 
Service came to its senses and went back 
to work at its old job. 

All over this country there are people 
who, when they buy something, don’t 
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want any more than they think they 
are going to get. 

Service to those people is not some- 
thing for nothing that they do not want, 
but something that they do want, de- 
livered when they want it, at a price 
that is within reason. 

If you buy a vacuum cleaner or a 
player piano or a cook stove, you don’t 
want somebody calling you up every 
two or three days and asking if you 
are satisfied. You don’t want to be 
filling out, stamping, and returning 
Service Report Cards which contain 
blank spaces where vou may fill in the 
names of a few friends who may need 
just such a purchase as yours. All you 
want is to be let alone until the piano 
gets out of tune or the belt on the 
sweeper breaks (which it will), and 
then you want to telephone somewhere. 
In less than three hours you want a 
Ford runabout to show up in front of 
your house. You want to see a young 
man get out with a stout black bag, 
come in and fix the thing, collect his 
seventy cents and go on his way re- 
joicing. 

That is service with a small but com- 
petent “s,” and it is better than a 
moneyback guarantee, better than re- 
quests to “bring it in and let us look 
at it’—even better than sweet letters 
from the Service Department. There is 
a legitimate need for that kind of ser- 
vice. There is not so much need for 
the kind that the sales department capi- 
talizes and tries to sell and spell with 
a capital “S.” 

If a thing is worth having, it ought 
to be worth buying and paying for. 
Selling cost is a proper and necessary 
economic expense, but not a selling 
cost which includes the cost of giving 
away things to people who don’t want 
them. 

If you have something that people 
ought to buy, you tell them about it. 

If the goods are right and the price 
is right and you tell your story often 
enough and long enough, you won't 
have to worry about Service. 


A New Weekly 


In order to save time and trouble 
for the busy executive and serve as a 
much needed supplement to the indus- 
trial magazines, a new weekly has been 
issued by the Periodical Digest Cor- 
poration, 25 West 45th Street, New 
York, called the Industrial Digest. 
This magazine will abstract the in- 
formative articles from the leading 
trade and technical publications, classi- 
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fying them according to industry, and 
cross references will be provided to 
show matter relating to various indus- 
tries under the respective headings, 
An annual index will be issued. 


Endorses Booklet 
Prominent Electrical Inspector Congratu. 
lates Author of “Code at a Glance” 

In a recent letter Victor H. Tousley, 
chief electrical inspector city of Chi- 
cago, congratulates Hubert S. Wynkoop 
on his book, “The Code at a Glance.” 
put out by the National Association. 

In his letter Mr. Tousley says: “It 
is very essential and very desirable that 
a publication designed for the use of 
wiremen, contractors and those who are 
not thoroughly familiar with the rules, 
but who in their business have to con- 
stantly refer to them, be >f such de- 
sign as to make this information com- 
plete and easily found. I believe you 
have accomplished all of this in your 
‘Code at a Glance.’ ” 


News Notes Concerning Elec- 
trical Contractor-Dealers 


Business Changes, Store Improvements, 


and New Establishments Opened 


W. S. Wiley Electric Company, suc- 
cessor to Wiley & Cloyd Electric Com- 
pany, has opened a supply store at 
Hazard, Kentucky. 


Samuel Brunk is reported to have 
opened a new electrical supply store at 
Eaton Rapids, Michigan. 


Farm Light & Equipment Company, 
successor fo P. W. Miller Company, 
opened a new store carrying electrical 
supplies at 407 North Pennsylvania 
Avenue, Fargo, North Dakota. 


Service Electric Company, of which 
Mr. Schreffer is proprietor and succes- 
sor to Schreffer & Hollister, has opened 
a new supply store at Hobart, Indiana. 


Roberts & Rice, successors to L. V. 
Roberts, recently opened a new elec- 
trical appliance store at Charlotte, 
Michigan. 


F. H. Robinson, successor to Whip- 
key & Robinson, is opening a new elec- 
trical supply store at Sebring, Ohio. 

R. L. & J. R. Gill, successors to Tag- 
gard & Gill, will open a new store 
carrying electrical supplies at Ceres, 
California. 

John Zehrer, successor to Corridan 
Electric Company, has opened an elec- 
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trical supply store at New Britain, 
Connecticut. 


Westbrook Electrical Store is report- 
ed to have opened a new supply busi- 
ness at Main Street, Westbrook, Maine. 


H. C. Tafel will remodel his electric 
supply store at 327 West Main Street, 
Louisville, Kentucky. 


Austin Electric Supply Company will 
reopen store at Austin, Minnesota. Loss 


by fire, $12,000. 


Aliceville Electric Company has re- 
opened business at Aliceville, Ala. Loss 
by fire, $2,500. 


Worley & Green Electrical Company 
has reopened electrical supply store 
reported to have been badly damaged 
by fire, at Cedar Grove, Louisiana. 


Edmunds Electric Company is re- 
opening electric appliance store report- 
ed to have been badly damaged by fire, 
at Ft. Wayne, Indiana. 


Armitage & Vann will open a new 
store carrying electrical supplies and 
musical instruments at Greenville, Ten- 
nessee. 


H. E. Graham will open a new store 
carrying a full line of electrical goods 


at Oneida, New York. 


Central Electric Company, successor 
to Arnold & Lang, opened a new sup- 
ply store at 133 North Market Street, 
Wichita, Kansas. 


Thompson & Dryer, successors to 
W. R. wazederes, have opened a new 
store carrying a full line of electrical 
supplies at 543 Van Ness Avenue, San 
Francisco, California. 


John L. Platt, successor to Charles 
V. Furtney, has opened a new electric 
supply store at Columbia, Missouri. 


Young Electrical Company, succes- 
sor to Young & Thorpe, is openening a 
new supply store at Rockland, Massa- 
chusetts. 


Louis Kreilkamp will open an elec- 
trical supply store at Saukville, Wis- 
consin. 


Economy Electrical Supply Company 
is reported to have opened a new store 
carrying a full line of electrical sup- 
plies at Brooklyn, New York. Incor- 
porated capital, $10,000. 


Hamilton Bros., in market for appli- 
ances and all kinds of fixtures, have 
opened a new power plant at Warren- 
ton, Missouri. Investment, $75,000. 


Waukon Electric Supply Shop, of 
which Huey & Buttoughs are proprie- 
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tors, is open for business at Waukon, 
Towa. 


Denver Electric Light & Power Com- 
pany has opened a new store at Den- 
ver, Indiana. Incorporated capital, 
$10,000. Incorporators: Alonzo C. 
Cunningham and others. 


Aubrey Fonville is opening a new 


electrical supply store at Ardmore, 
Oklahoma. 


Lawrence and Robert Rogers will 
open a new store in which a full line 
of electrical supplies will be carried at 


Dunkirk, Indiana. 


Rural Electric Company has opened 
a new appliance store at Dayton, Iowa. 


Nowark Star Electric Company is 
reported to have opened a new con- 
tracting and supply business at 1495 
South Park Avenue, Lackawanna, New 


York. 


Jerry De Feo opened a new store 
carrying a full line of electrical fix- 
tures at the Pelham Theatre Building, 
Wolf’s Lane, North Pelham, New York. 


M. R. Long will open an electrical 
supply business about December 1, at 
Roxboro, North Carolina. 


Schuylkill Electric Company is 
opening a new appliance store at 111 
West Broad Street, Girardville, Penn- 


sylvania. 


Haverhill-Laurel Electric Company 
has opened a new supply business at 
Laurel, Iowa. Incorporated capital, 
$50,000. Incorporators: Peter Neuroth 
and others. 


The Kinsman Electric Shop will 
open store carrying a full line of elec- 
trical supplies at East 126th and Kins- 
man Road, Cleveland, Ohio. 


Roberts & Leath have opened an elec- 
trical supply store at corner Sturgeon 
and Clark Streets, Moberly, Missouri. 


Haverland Electric Company is 
opening a new supply store at Oxford, 


Ohio. 


Mundell & Fulmer are reported to 
have opened an electrical supply busi- 
ness at 228 Fourth Street, Santa Rosa, 
California. 


N. J. Eisenbard & Son have opened 
a new electrical supply store at Farm- 
ington, Michigan. 


Louis Siegrist has opened a new store 
in which electrical supplies will be car- 
ried at Hilbert, Wisconsin. 


Knickerbocker Lightolier Company 
will open a new electrical appliance 
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business at 807 Sixth Avenue, New 
York City. 

~R. E. Yarbough is opening a new 
electric shop at 7 West Garden Street, 
Pensacola, Florida. 


Cleveland Electrical Store is report- 
ed to have opened a new appliance busi- 
ness at 1132 Lake Avenue, Cleveland, 
Ohio. 


Electrical Equipment Company has 
opened a new supply store at 1581 
Highland Avenue, Detroit, Michigan. 


A. Neri is opening a new electrical 
store at 928 Washington Street, Hobo- 
ken, New Jersey. 


Alfred Tomesani, in the electrical 
contracting business at Spring and 
Inlet Streets, Bristol, Connecticut, will 
open a branch store at 235 Mill Street, 
same city. 

Rialto Electric Shop, at present 
located at 301 West 52nd Street, New 
York City, will move to 923 Eighth 
Avenue, where a new appliance store 


will be opened. 


Edward Post will open a new store 
carrying electrical appliances at Main 
Street, Coldspring, New York. 


Harper Electric Store is reported to 
have opened a new supply business at — 
8625 Harper Avenue, Detroit, Michi- 
gan. 

Wilkes-Barre Electrical Service, Inc., 
has opened a new store at Wilkes- 
Barre, Pennsylvania. Incorporated 
capital, $5,000. Incorporators: G. 
Reuling Davis and others. 


Auburndale Electric Company will 
open business in December at new 
building which is being completed at 


Auburndale, Florida. 


Liberty Lighting Fixture Company, 
of which Sam Silnic is proprietor, in 
the electrical supply business at 515 
Avenue C, Bayonne, New Jersey, is 
opening a branch store at 774 Broad- 
way, Bayonne. 


L. F. Tanck has opened an electrical 
supply store at Marathon, Wisconsin. 


Thorp Electric Shop, under the new 
ownership of C. L. Thorp, who pur- 
chased the R. P. Ferguson interest in 
same, will carry a full line of electrical 
supplies. 

Pittsburgh Radio & Appliance Co., 
Inc., has opened a new business at 112 
Diamond Street, Pittsburgh, Pa.  In- 
corporated capital, $6,000. Incorpora- 
tors: Max Hirsch, 6944 Bennett Street, 
Pittsburgh, and others. 
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New Lighting Equipment 

Among the recent developments of 
the National X-Ray Reflector Company 
of Chicago are two new lighting fix- 
tures, the X-Ray indirect lighting Art 
Lamp Adapter and the X-Ray Scoop- 
ette, for showcase lighting, as described 
below. 

The use of art lamps for varying 
lighting effects brings out the Curtis 


adapter for art lamps. An art lamp 
equipped with an X-Ray adapter 
serves two purposes, local lighting and 
profuse artistic illumination. 

By pulling one of the switches small 
lamps on the side of the adapter give a 
local lighting as from an ordinary art 
Pulling the other switch lights 
the larger Mazda “C” lamp in the sil- 
vered reflector, which reflects the light 
with an even distribution to the ceiling. 
Here it is completely diffused and floods 
the entire room with clear, bright, per- 
fect illumination. 

The complete X-Ray adapter is en- 
tirely concealed within the silk shade 
of the art lamp and does not change 
the appearance. The complete adapter 
coming in a single package, includes 
X-Ray reflector, ten feet of cord with 
plug and adapter shell for attaching to 
any art lamp. 

The X-Ray scoopette, No. S-200, for 
showcase lighting, uses standard (me- 
dium screw base) round bulb (G-1814) 
15-25-watt lamps. Lamps burn tip 
down and are wired in multiple same 
as the usual 110-130 volt commercial 


lamp. 


circuit. 


Complete outfits are furnished to 
light all kinds of showcases and metal 
parts are finished in black nickel, add- 


ing very much to the appearance of the 
case. 

For wall case lighting, the H-199 
X-Ray Hoodette unit has been designed 
using the same size lamp. Both of 
these display case lighting units are 
equipped with the well known X-Ray 


reflectors. 


Baby Grand Ironer 


The Baby Grand Ironer, manufac- 


tured by the Grand Manufacturing 
Company of Detroit and distributed by 
the Electric Servant Company of the 
same city, is at its name implies a light 
and compact machine. It weighs but 
sixty-five pounds and occupies a space 
only three feet long by fifteen inches 
wide. It is portable and may be placed 
on the kitchen table or any convenient 
place, and when the ironing is done 
stored in a clothes closet or the corner 
of a room. 

Its small size and the fact that it 
may be carried from room to room and 
placed where desired will commend it 
to those living in small apartments or 
in houses where the saving of space is 
essential. 

The machine will iron everything in 
the family laundry from table cloths 
and sheets to men’s negligee shirts, 
children’s dresses, etc., and it is so con- 
structed that it is impossible to catch 
or tear anything that is run through it. 
Driven by a G-E motor direct-con- 
nected to the gears, there are no belts 
to slip, and power is at all times as- 
sured. It runs quietly, the pleasant 


hum of the motor being the loudest 
sound it makes. It is heated by gas. 


Automatic Starting Switch 


A compact, light weight, quick acting 
contactor with blowouts and copper to 
copper rolling contacts is the outstand- 
ing feature of the new across-the-line 
type of starting switch just being placed 
on the market by the Allen-Bradley 
Company, Milwaukee, and described 


completely in a new bulletin J-1552 
just issued. This starting switch is for 
use with small alternating current 
induction motors that can be connected 
directly to the supply lines. Auto- 
matic control of the motor is obtained 


when the starting switch is used with a 
push button, pressure gauge, float 
switch, thermostat or any other type of 
pilot circuit control. 

The principle of this switch is not 
new, as the Allen-Bradley Company has 
manufactured across-the-line switches 
for a number of years, but the design is 
new and distinctive in the simplicity 
of the assembly of the switch parts and 
cabinet. The copper to copper rolling 
contacts, blowouts and the laminated 
magnetic circuit are the same design as 
used on the larger quick acting mag- 
netic switches, but simplification of the 
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assembly make this switch available for 
general use as a safety device with all 





automatic features where formerly the 
cost made it prohibitive when compared 
to manual switches. 


General Utility Transformer 

As a general utility transformer the 
development of the Standard Trans- 
former Company of Warren, Ohio, is 
noteworthy. This transformer operates 





toy motors, miniature lamps, bells, an- 
nunciators, and can be used as a source 
of power wherever a low pressure cur- 
rent is required. 

In addition to operating various elec- 
trical devices, this transformer is rec- 
ommended for testing service. Its field 
of usefulness extends into the automo- 
tive and electrical repair industry. 

The garage man will find it of great 
service for testing auto lamps, horns, 
ignition coils and wiring circuits of 
The car dealer can use it 


motor cars. 
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to light the lamps on his cars in dis- 
play windows by dismounting the bat- 
tery leads from the car battery and 
then connecting these leads to the 
transformer. This transforms a dead 
exhibit to a live one during the night 
hours. 

This transformer is safe, efficient, 
rugged and attractive. It is equipped 
with attachment plug, cord and master 
control switch that gives a wide range 
of power. 


Sectional Switch Box 

The Michigan Stamping Company of 
Detroit recently issued a bulletin set- 
ting forth its complete line. The ac- 
companying illustration shows a pat- 
ented sectional switch box. This switch 
box can be used as a single unit or 
readily assembled into a gang of two 
or more boxes. . All parts though inter- 
changeable fit together easily and when 
assembled are firm and rigid enough 
to retain their position and fully pro- 
tect the switches enclosed. 

A feature of this switch box is the 
surprisingly short time taken to assem- 
ble it without the aid of special tools. 





The sides are removed by simply in- 
serting a screw driver or other similar 
implement into a slot provided and 
applying a slight pressure. Two or 
more boxes may be assembled in a 
gang by removing the adjacent sides, 
bringing the open ends of the two boxes 
together, applying a slight pressure and 
the bodies snap together. The bodies 
can be disassembled by simply prying 
the sections apart. Much time is saved 
in assembling this type of box over the 
old type that has been generally used. 


Small Motor Starter 


A new type of motor starter, known 
as the type WK-30, has been developed 
by the Westinghouse Electric & Manu- 
facturing Company for starting small 
A. C. motors by connecting them 
directly to the line. 

This starter consists essentially of an 
enclosed quick make and break knife 
switch, which is operated by an exterior 
handle. It protects the motor from 
overloads both when starting and whea 
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running because it is equipped with 
thermal cut-outs which open the circuit 
on dangerous sustained overloads but 
do not operate under harmless momen- 
tary overloads. The cut-outs resemble 
cartridge fuses but are not interchange- 





able with fuses so that the latter can 
not be substituted for them. They 
operate by fusing a special washer, 
which can be replaced in a few seconds 
time at negligible cost. 

All parts are enclosed so that the 
operator can not touch live contacts. 
A door gives access to the cut-outs, but 
this door is interlocked with the switch 
and cannot be opened unless the switch 
is in the off position, when all accessible 
current carrying parts are dead. If 
desired, this door can be padlocked. 

These starters are made in sizes for 
A. C. motors up to 3 h.p., 110 volts; 
10 h.p., 259 volts; and 10 h.p., 600 
volts. 


Electric Hand Iron 
An electric hand iron is the newest 
appliance that the Pittsburgh Gage & 
Supply Company has placed on the 
market. It has all of the features of a 

















modern hand iron. A swivel connec- 
tion plug overcomes wearing of the 
cord at the handle by providing sufli- 
cient flexibility. It also prevents 
twisting. The Gainaday Hand Iron has 
a patented arrangement of the heating 
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element which provides greater heat at 
the tip of the iron where it is needed 
most. It has a heel rest that makes 
ironing far more convenient. The 
handle is designed to fit the hand and 
the bracket bulges sufficient to prevent 
the thumb coming in contact with the 
bracket. 


Coffee Urn 


The accompanying illustration can 
not do justice to the simple beauty of 


this Grecian percolating coffee urn, 
manufactured by Landers, Frary & 
Clark, New Britain, Conn. 

The graceful lines of this design re- 
lieved by decorative chased bands make 
this coffee urn an artistic masterpiece, 
especially suitable for gift purposes. 

The distinctive appointments such as 
the ivory faucet, handles and feet, the 
cut glass top and swinging cast handles 
are in perfect keeping. The pot is 
extra heavy gauge copper beautifully 
finished in nickel or silver-plate. The 
inside is silver lined. Equipped with 
“Universal” unit fusible plug safety 
device, etc. 


Condensed Notes of Interest 
to the Trade 


The Nippon Electric Company an 


allied company of the International 
Western Electric Company of New 
York, said to be the oldest concern with 
participating capital in the 
Midako’s has joined forces 
with the Sumitamo Electric Wire and 
Cable Works, of Osaka, one of the old- 


est commercial enterprises in Japan. 


foreign 
realms, 


A. C. Automatic Starters with Mer- 
cury Type Overload Relays is the sub- 
ject of a new publication describing 


NATIONAL ELECTRAGIST 


and illustrating this new type of starter 
designated as Bulletin 9604, made by 
the Cutler-Hammer Mfg. Co., of Mil- 
waukee. The theory of the new mer- 
cury interlock is given and curve in- 
cluded to show how tripping depends 
upon the time and the percentage of 
overloading. 


Herbert Metz, for the past two years 
in charge of farm electric light plant 
advertising with the Western Electric 
Company, has been appointed its power 
and light sales manager, with head- 
quarters at the company’s general of- 
fices at 195 Broadway, New York City. 


Warren F. Clark, general manager of 
the Automatic Electric Heater Com- 
pany of Warren, Pennsylvania, is mak- 
ing a trip to the Pacific Coast for the 
purpose of establishing a factory 
branch to handle Sepco electric water 
heater business in western territory. 


All power and lighting 
work in the new junior-senior high 
school Roanoke Rapids, N. C., is be- 
ing done by the Walker Electric Com- 
pany, Raleigh, N. C. The high school 
—the biggest and best in the state— 
now nearing completion, has twenty- 
five class rooms, auditorium with seat- 
ing capacity of two thousand, indoor 
swimming pool, gymnasium, as well as 
many other features. 

The 


Company, 


electrical 


Apex Electrical Distributing 
Cleveland, announces its 
purchase of the Gould Ironer, which it 
will manufacture hereafter under a new 
name in connection with the Apex Elec- 
tric Suction Cleaner and the Rotapex 
electric clothes washer. 


Charles W. Davis, vice president 
and general sales manager of the Stand- 
ard Underground Cable Co., Pittsburgh, 
Pa., died Sunday, September 11, in the 
Memorial Hospital, New York. He 
had been in failing health for several 
years and had gone to New York for 
special medical treatment. 


Operation, construction and _ safety 
features of type A auto starters are 
given in a leaflet which is being re- 
printed by the Westinghouse Electric & 
Manufacturing Company. This leaflet 
describes in detail the auto-transformer, 
switching mechanism, the contacts, the 
overload relays, and many other fea- 
tures of this apparatus. 


An attractive twelve page leaflet was 
recently issued by the Ivanhoe-Regent 
Works of General Electric Company in 
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the interests of electragists. It con-} 
tains advertising and sales promotion 
propaganda including copy suggestions, 
etc., for local advertising campaigns. 


The Westinghouse Electric & Manu- 
facturing Company recently received 7 
from the Pacific Gas &- Electric Com- 
pany an order for ‘six high tension oil 
circuit breakers, to be use on a 220,000 
volt solidly grounded system. 


The American Society of Safety En- 
gineers has been designated as sponsor 
for a Safety Code for Compressed Air 
Machinery by the American Engineer- 
ing Standards Committee. The code 
will include rules for the construction 
and use of compressors, tanks, pipe 
lines, and the utilization apparatus 
where compressed air is the active 
agent. 


American Steel & Wire Company of 
Chicago announces the appointment at © 
St. Paul of E. E. Aldous as repre- 
sentative of the Minneapolis-Duluth 
territory. Mr. Aldous has been con- 
nected with the company for twenty 
years. 


An ad sheet was recently mailed by 
the Beardslee Chandelier Manufactur- 
ing Company to its list of dealers. 
This sheet showed a set of advertise- 
ments which the dealer could use to ad- 
vantage in local newspapers and other 
mediums. 


National X-Ray Reflector Company, 
Chicago, announces a new schedule of 
10 percent discounts on all X-Ray Re- 
flectors. 


In a widely distributed circular set- 
ting forth its heating line of appliances, 
the Majestic Electric Development Com- 
pany of San Francisco stresses the im- 
portance of the convenience outlet. 


Henry D. Sears of Boston announces 
the appointment of W. H. Beaven, Jef- 
ferson Bank Building, Birmingham, 
Alabama, to represent Weber wiring de- 
vices in the Southern states. 


How to Save 

Saving is largely a matter of taking 
stock of your yearly, monthly or week- 
ly income, and so regulating your ex- 
penditures that they total less than your 
earnings. Any merchant, salesman or 
clerk can save if he’s willing to think 
ahead, plan ahead and get ahead. Sav- 
ing brings its own reward in strength 
to the saver, financially, intellectually 
and morally. 








